


ortant kinds 
she section of 
































New York and Chicago, Thursday, August 17, 1922 


Four Dollars Yearly 
Single Copies 256 Cents 











be Volume CIX 
Number vil 








We have something to offer in the way 
of a general agency that is very attractive 
to find with an old, conservative life com- 
| pany. It will pay anyone interested to in- 


vestigate. All communications confidential. 


Address Box 54, THE SPECTATOR, 
135 William Street, New York. 
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‘GOOD WILL’ 
INSURANCE 





You join the ‘Good Will’? band when you sign a 
contract with The Lincoln Life Insurance Company. 


Good Will has been made a priceless asset of The Lin- 
coln Life. It expresses itself in steadfast service to 
policyholders and earnest cooperation with all salesmen. 


You i insure for greatest earnings through your ‘‘Good 
Will” policy when you 
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The Lincoln National Life Insurance Co. 


“Tts Name Indicates Its Character’’ 


FORT WAYNE, INDIANA 








Lincoln Life Building 


Now More Than $220,000,000 in Force 
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Detroit Fidelity 


and 


Surety Company 


Is already one of the largest companies 
writing fidelity and surety bonds ex- 
clusively. New agents are being ap- 


pointed every day. 


Address the 


Agency Department 
Milwaukee and Cass Avenues, Detroit, Mich. 
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UP TO THE MINUTE! 
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The Reliance Life prides itself on always being strictly ‘‘up-to-the- 
minute.” 

From time to time we have pioneered various new features into the 
field of life insurance. 

Today as the product of years of experimentation we have to offer you: 


THE 
PERFECT PROTECTION 
POLICY 


It is a policy with a human appeal! 


In it is combined full life and accident and health protection. Under 
this regime we can and do provide accident and health insurance for at least 
one-third less cost than regular casualty companies. 


A policy containing the sulphitic features we have introduced gives you 
‘the something different” to talk to your_prospects. 


It will stand the test of grilling competition—and come out victor. 


.ime has proved that. 
AND— 


Our agency contracts are more than liberal. 
How about a connection? 


RELIANCE LIFE INSURANCE CO. 
of PITTSBURGH 


Farmer’s Bank Building 


PITTSBURGH PENNSYLVANIA 
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FORECASTING TORONTO EVENTS 


Success of International Meeting Assured--Likely Candidate for 
Presidency of National Association 


writers which opens in Toronto next week 
has a wide interest throughout both the 
United States and Canada. Once in every 
four the 
countries gather for a joint meeting at 


years associations of the two 

some convenient spot to exchange ideas 
and learn new methods from each other. The meeting this year 
promises to be one of the greatest ever held, both because of 
the increased interest and membership of the associations and 
because it is the first international affair that has been held 
since the introduction of the new educational programs, which 
practically eliminate the business sessions and concentrate the 
attention of the delegates upon the exchange of ideas. 

From the point of view of the National Association of Life 
Underwriters, which is the American organization, two cir- 
cumstances have arisen which will tend in some measure to 
militate against the entire success of the convention. These 
both have to do with the absence from duty of two important 
figures in the executive councils of the association, both former 
presidents, 

The death of Mrs. Henry J. Powell, wife of the general 
agent of the Equitable Life Assurance Society of the United 
. States at Louisville, will prevent the attendance of that strong 
character at the Toronto sessions. Mr. Powell himself has 
been in poor health for some time and it is feared by his 
friends that the death of his wife, which occurred last Saturday 
evening at Baltimore, will militate against his ultimate recovery. 
“Another prominent and active figure on the floor of the con- 
vention who will be sadly missed will be that of Lawrence 
Priddy, general agent of the New York Life Insurance Com- 


pany in New York. Mr. Priddy has been very ill for several 
weeks and has been under the surgeon’s knife twice within the 
last month. His strenuous activities as president cf the asso- 
ciation are believed to have contributed largely to his present 
illness. Mr. Priddy is even now on his way to Lake Louise, in 
the Canadian Rockies, for an extended stay, during which he 
expects to completely recover his health. 

The question of who is to be the next president of the Na- 
tional Association is naturally receiving considerable attention, 
as this is a post of wide importance. The men most promi- 
nently mentioned for the post are F. W. Ganse, home office 
general agent of the Columbian National Life Insurance Com- 
pany, Boston; Darby A. Day, general agent in Chicago of the 
Mutual Life Insurance Company of New York, and A. O. 
I‘liason, State agent for Minnesota, of the Minnesota Mutual 
Life Insurance Company. Of these three it is fairly well 
known that both Mr. Ganse and Mr. Day would like to sidestep 
such a heavy responsibility if possible. Mr. Ganse, who has 
been most frequently mentioned, has several times refused the 
post on account of the necessary personal sacrifices. Mr. Day 
is engaged at present in the rejuvenation of the Chicago As- 
sociation of Life Underwriters and has expressed himself as 
desirous of seeing that task thoroughly completed before enter- 
ing upon another and larger task. 

While the question of institutional advertising does not ap- 
pear on the program, there is certain to be a lively discussion 
of this much-mooted question. The plans and success of the 
Canadian Association will undoubtedly be thoroughly investi- 
gated by the practical underwriters from the States who are 
interested in the promulgation of some similar movement in 


their own domain. 
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LIFE INSURANCE PROGRESS, METHODS AND RESULTS 


Its Development During Recent Years and Its Present Status 


By DR. FREDERICK L. HOFFMAN 


(Continued from Tue Spectator of August 10) 


Obviously anyone completing such a course will have gained 
immensely in the broader viewpoint of insurance, the want 
of which so often defeats the purpose of securing a desirable 
case. For unless the objective is a clearly realized need on the 
part of the applicant for insurance the agent’s pecuniary in- 
terests will not benefit in the long run in securing a satisfactory 
business return. Most of the courses fail precisely in this es- 
sential, in that the need of insurance protection is not visualized 
in the manner most urgently required. 

In this connection it may be pointed out that at the present 
time some seventy American colleges provide teaching courses 
in insurance, forty-nine of which, according to Mr. Ralph F. 
Blanchard, have such courses actually in operation, seventeen 
offering general courses only; twenty-one offering specialized 
courses; and eleven both general and special courses, while 
twenty-one institutions had no courses but planned to offer such 
in the near future. 

It also requires to be said that the National Association of 
Life Underwriters is exerting strong pressure to bring about 
the adoption of a well-considered and uniform plan of action to 
improve the services of life insurance in conformity to modern 
educational standards. The association has adopted a plan of 
work which, it is hoped, may serve as a basis for a permanent 
foundation upon which to build a still larger and better life 
insurance service for the needs of the American people. It has 
adopted thirteen fundamental principles, briefly restated as 
follows. 

I.—To help all agents to get a clear vision of the stabilizing 
influence of life insurance when presented on a basis of creating 
an estate that will take the place of personal earning power lost 
through the individual’s death or premature old age. 

II.—To educate the patrons of life insurance through the 
sales organization to understand and appreciate that they are 
really buying first mortgages and other high grade securities 
through the companies, when becoming a patron of an American 
life insurance company; that they are property owners and 
have an interest in the basic industries of the nation, and 
especially should life insurance salesmen educate the business 
men of the country as to how our business helps their business 
by anchoring their employees to a definite financial life program 
and thereby inspiring them to greater efforts for themselves 
and their loved ones. The business man knows that the man 
who accumulates is proof against radical tendencies, and when 
he learns to save and accumulate property of his own, he will 
have a greater appreciation and respect for the property of his 
employer. 

III—To promote and encourage better trained salesmen 
through: 
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a—Schools of life insurance salesmanship. 
b—Sales congresses. 
c—More systematic planning of sales meetings. 
d—Securing and establishing supplemental educationa| 
courses in the Carnegie Tech. and other institutions 
on such subjects as: 
1. Agency management. 
2. Inheritance tax insurance, 
3. Business insurance. 
4. Group insurance, etc. 
e—Through Life Association News and through publica. 
tion of sales and text books and_ educational 
circulars. 
IV.—To participate in the promotion of thrift, particularly by 
life insurance and on a Y.M.C.A. Thrift Campaign. 
\.—The extension of uses of life insurance, such as: 
a—Through credit, 
b—Or bequest. 
c—oT promote education, etc. 
VI.—Securing and disseminating information about federal 
rulings favorable to the spread of life insurance. 
VII.—General promotion of health, welfare and_ thnit 
through life insurance. 
VIII.—Formation of public opinion on taxation of life m 
surance through the agency forces. 
IX.—Encouragement of legislation helpful to life insurance. 
X.—Improvement of license laws for life insurance men to 
be issued separately from general insurance licenses. 
XI.—The maintenance and improvement of business ethics 
with the elimination of ignorant and unscrupulous salesmen. 
XII.—Retaining all present members and encouraging atl 
increasing association membership through the help of insur 
ance companies, insurance departments and general agents. 
XIII.—To co-operate heartily with all life insurance cot 
panies in advancing the interests of the business, particular 


through the Presidents’ Association, the American Life Cor > 


vention, Association of Life Agency Officers, and the Ne 
tional Convention of Insurance Commissioners, etc. 


VIII 


FAMILY BUDGETS 
The most obvious neglect is the non-use of family budgel 
for the purpose of illustrating the proportion of the family 
income properly to be used for life insurance payments. In 
the recent anthracite wage arbitration a number of family 
budgets were introduced, practically all of which included the 
(Continued on page 17) 





Aug 


=— 


journ 
trust 
price 
Four 
eign | 


Charl 
Rober 


Sholt 


sum 
be ay 
of t 
nout 
few 
ties, 
coal, 
first 
beari 
the. 
beyo 
temp 
New 
howe 
the s 
may 
cially 
recer 
of th 
ation 
“Tt 
tion 
this | 
more 
porta 
impr 
winte 
espec 
will t 
of int 
Wy 
exper 
18, W 
more 
Were 


Thursday 


——!}2 


ucational 
stitutions 


publica- 
ucational 


‘ularly by 


t federal 
id thriit 
f life in- 


nsurance. 


e men to 


ss_ethics 
esmen. 

ging ani 
of insur 
agents. 

1ce oft 
rticularl) 
ife Cor: 
the Na 


» budgeli 
e family 
ents, In 
f family 
uded the 





August 17, 1922 


THE SPECTATOR 


Editorial 








THE SPECTATOR 


rcraTor, established in 1868, is a weekly 
ed to promoting the best interests of 

stworthy insurance of all kinds. ‘The subscription 
ye for the United States, Canada and Mexico is 
faa Dollars per annum, postage prepaid; to all for- 
eign countries in the Postal Union, Five Dollars. 


THE SPECTATOR COMPANY 
PUBLISHER 


Tue SP 


journal cevot 


135 WittiAM Street, New York 


Arthur L. J. Smith 
President 
Harry W. Barnard 
Second Vice-President 
Loughton T. Smith 
Secretary 
red B. Humphrey 
Assistant Secretary 


Charles H. Nicoll 


Vice-President 
Robert W. Blake 
Treasurer 
Sholto D, Kirk 
Assistant Treasurer 
Telephone, Beekman 4600 (4 trunk lines) 
WESTERN DEPARTMENT 
Insurance Exchange, Chicago. Telephone, Wabash 581. 
Sole Selling Agents in America for the publications 
of Charles & Edwin Layton of London, England. 
Copyright, 1922, by the Spectator Company, New York. 








Vou, CIX. AUGUST 17, 1922. No. VII. 








COLD WEATHER AND SPRINKLERS 


HE coal strike, which has been in 
| oto over the greater part of the 
summer, has only very recently begun to 
be apparent in direct suffering on the part 
of the public. There has been no pro- 
nounced shortage until within the past 
few days, and, of course, the public utili- 
ties, which are enormous consumers of 
coal, are the first to feel the effects. At 
first thought, there seems to be no direct 
bearing between a shortage of coal and 
the conduct of the insurance business, 
beyond a possible inconvenience in the 
temperature of the various offices. The 
New York Fire Insurance Exchange, 
however, very properly calls attention to 
the serious effect which the lack of coal 
may have upon sprinklered risks, espe- 
cally in the congested districts. In a 
recent bulletin, Willis O. Robb, manager 
of the Exchange, remarks upon the situ- 
ation as follows: 

“It may be unnecessary for us to men- 
tion the possibilities of a fuel shortage 
this coming winter, but it is becoming 
more and more apparent that if the trans- 
portation situation does not materially 
improve and we should have a severe 
winter, the danger from a conflagration, 
especially in the congested value district, 
will be considerably increased by reason 
of interruption of sprinkler protection. 

“You undoubtedly recall the trouble 
experienced during the winter of 1917- 
18, when on account of the lack of coal 
More than 1,000 sprinkler equipments 
were out of commission, and only untold 


vigilance on the part of all concerned 
averted a general conflagration. 

“We trust you have been fortunate 
enough to secure sufficient coal for the 
winter’s needs, or if not, have made ar- 
rangements with your coal dealer to 
furnish you with a supply as soon as 
available. 

“If you find that it is going to be im- 
possible properly to heat the- building 
throughout, or there is doubt in your 
mind as to your ability to prevent the 
sprinkler system from freezing, then you 
should immediately set about having the 
sprinkler equipment in such case placed 
under the control of an approved dry 
pipe valve, that the protection may be 
constant during the winter. This pro- 
cedure cannot be adopted if the sprink- 
lers are in a pendent position, or if the 
pipe system is concealed. The sprinkler 
installing companies are in a position to 
do this work at once, and this office will 
gladly lend assistance in having the 
change properly and promptly effected. 

“Numerous freeze-ups occur in minor 
areas, such as hallways, attics, stair and 
elevator shafts, pent houses, portions out 
under the sidewalk and in small exten- 
sions where the piping is exposed. Such 
areas should immediately be placed under 
the control of a cold weather valve where 
the conditions warrant, that the water 
may be shut off winter 
months, or the piping and valves thor- 
oughly wrapped with hair felt ; 
ing taken that the wrapping is so applied 
as not to interfere with the proper opera- 
tion of the sprinklers. 

“Our records show that numerous tank 
equipments go out of commission at the 


during the 


care be- 


very beginning of the first cold snap, 
due to inadequate heating coils, both in 
the pressure tank house and inside of 
gravity tanks. We urge examination of 
these at this time, and the installation 
of additional heating coils, and that 
steam piping, especially supply mains and 
returns, be increased in capacity, that 
trouble may be avoided this winter.” 





ATTACKING THE PART-TIMER 
OMMISSIONER THOMAS  B. 
DONALDSON’S attack on the 
part-time insurance agent does not seem 
to have met with the warm approval of 
insurance company executives, many of 
whom have a kind word to say for the 
part-time man that does some other busi- 
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x 


ness besides selling insurance in order to 
make both ends meet. Naturally, it 
would be a nice thing if every insurance 
agent did nothing but insurance, they 
say, but unfortunately, in many localities, 
the insurance business is not sufficient to 
warrant an agent devoting his entire 
time to it. By taking on some other 
line, real estate, for example, the agent 
is able to build up a satisfactory business, 
while if he were only allowed to transact 
insurance it would not be worth his 
while. After all, the large bulk of the 
premiums come from the country dis- 
tricts, and it is the man that looks after 
the insurance in his own community that 
helps swell it. So long as he does his 
work conscientiously, does not deprive 
somebody else of a living, and gives the 
proper attention to his work, why should 
he be molested and forced out of the 
business ? 

One 
whose duties cause him to travel up and 
down the length and breadth of the land 
was indignant after reading Mr. Donald- 
son’s the part-time agent. 
Supposing, said he, the merchant in a 


insurance company executive 


views on 


small town was made to carry only one 
line of goods, and told that if he could 
not make a living out of that particular 
stock he would have to give up his busi- 
ness. Wouldn't that be 
Would the shopkeepers of the country 
allow such a procedure? Then, why 
should the insurance agent be singled 
out and told that he must sell nothing 
besides insurance or not sell insurance? 
Company officials do not defend the un- 
desirable part-time agent that does not 
know anything about the insurance busi- 
ness, does not care to, but merely is after 


oppression ? 


what commission he can lay hands on. 
That man, they say, should never have 
been licensed, in the first place. 

Many capable and high class men have 
started in the insurance business as part- 
timers. School teachers and young laws 
yers have begun writing business in their 
spare time to increase their income and 
many of these after they have built up 
a reasonably profitable business have 
given up being part-timers and have be- 
come full-fledged insurance men. They 
are desirable people to attract into the 
insurance business and any steps to bar 
them from the insurance business would 
probably not be supported by the 
companies. 











Tite SPRCTATOR 











RITISH AMERICA ASSURANCE CO. 


TORONTO, CANADA 
INCORPORATED 1888 


FIRE, EXPLOSION, RIOTS, CIVIL COMMOTIONS 
AND STRIKES 
UNITED STATES BRANCH 
January 1, 1922 


ERE ey Orne ra ey ere ore re ee er eer . $2,256,915 

eee ies malin hum muees aed 1,601,036 

ch ig Wail en we Sais $655,879 
W. B. MEIKLE, President and G 1M der. 











UNION HISPANO AMERICANA 


FIRE AND MARINE 
INSU RANGE COMPANY 
31. SOUTH WILLIAM STSEET 


New York 


MARINE INSURANCE AND REINSURANCE 


FIRE REINSURANCE 


TELEPHONE BROAv 4478 


EVERY INSURANCE MAN | 


Who travels as Solicitor, Auditor, 
Inspector or Adjuster is 


ELIGIBLE 
TO THE 


Iowa State Traveling Men’s Association 


‘Oldest and Best’’ 








Accident Insurance at Cost 
Never Exceeded $9.00 per year 
Weekly Indemnity $25.00 
Death Benefit $5,000—$10,000 


Insurance to November 1, 1922, for $2.00 


Write ‘tor Application Blank 
H. E. REX, Sec’y-Treas. DES MOINES, IOWA 

















NORTHERN INSURANCE Co. 


OF NEW YORK 
WILLARD S. BROWN & CO., General Managers 
1 Liberty Street, New York ° 


JOSEPH W. BECK, Special Agent GUSTAVUS B. HOLT, Special Agt. 
56 Richton Ave.. Detroit, Mich. 72 Kilby Street, Boston, Mass. 
W. £. RAY, Special Agent FRANK G. DELA HUNT, 
Terre Haute, Ind. Special Agent 
726 Racine Street, Milwaukee, Wis. 
C. C. CRANDALL, Special Agent ERIK LINDSKOG Special Agent 
Cambridge Springs, Penn. 7 W. Lake St., Minneapolis, Minn. 





RICHARD W. WETZEL 
1526 Bryden Road, Columbus, Ohio 
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FIRE AND LIFE 


Car 4 ASSURANEE CORPORATION, Lid. 


— RICHARDSON, United States Manager 


GENERAL BUILDING - 47" & WALNUT STS. 
PHILADELPHIA 













ACTUAL MARKET VALUES USED FOR ALL SECURITIES 
Organized 1855 January 1, 1922 


FIREMEN'S INSURANCE COMPANY 


OF NEWARK 
Cash Capital, . . . . $1,250,000.00 
Net Surplus, ... . $2,840,571 
Surplus to Policyholders, $4,090,571 





" EASTERN DEPARTMENT WESTERN DEPARTMENT 
D. H. DUNHAM, President NEAL BASSETT, V.P. and Mgr. 
JOHN KAY, Vice-Pres W. T. BASSETT, Ass’t Manager 


‘A. H. HASSINGER, Sec’y 


NEWARE, N. j CHICAGO, ILL. 

















Great American 
Insurance Company 


New Pork 


INCORPORATED - 1872 


STATEMENT JANUARY 1, 1922 


CAPITAL 


$10.000,.000.00 


RESERVE FOR -) “OTHER LIABILITIES 


20,592.997.95 
12,21 3,0 10.92 
42.806.008.87 


133,275,321.56 


THE SECURITIES OF THE COMPANY ARE BASED 
UPON ACTUAL VALUES ON DECEMBER 31, 1921 


United States Government Bonds 


owned by the Company equal its 
Capital Stock of $10,000,000 


Home Office, One Liberty Street 
New York City 


Western Department Pacific Department 
wae H. SAGE, Gen’] Mer. GEORGE H. TYSON, Gen’l Agent 
W. L. LERCH, Manager 210 Sansome Street | 
76 Wor Monroe St., Chicago, IIl. San Francisco, California 

Boston Office Marine Department 


ROGERS & HOWES, Managers WM.H.McGEE & CO., Gen’lAsts 
4 Liberty Square, Boston, Mass. 15 William Street, New York City 
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SEPARATION MOVE 





Action to Divide Insurance and Bank 
Department in Texas 





BILL TO BE INTRODUCED 





Underwriters and Bankers Favor Two 
Separate Departments 

Avstix, TEX., August 15.—A bill proposing 
the segregation of the department of insurance 
and banking of Texas is to be introduced at 
the next regular session of the legislature, which 
convenes next January. This decision was 
reached following a conference held here by 
the executive committee of the Texas Bankers 
Association with Ed. Hall, Commissioner of 
Insurance and Banking. 

The bill, which is to be sponsored by the 
Texas Bankers Association, will provide for 
the creation of a separate banking department 
and a separate insurance department. The pres- 
ent Commissioner draws a salary of $5500 a 
year as Commissioner for the dual departments, 
and the bill will provide for a salary of between 
$7500 and $10,000 a year for a banking com- 
missioner and a similar salary for the Insur- 
ance Commissioner. 

While it has been generally conceded for a 
number of years that these two departments 
should be separated, all efforts in the past to 
bring about a separation have proved unsuccess- 
ful. During the past several sessions of the 
legislature, bills have been introduced looking 
to the segregation of these departments but 
these measures have always failed of enactment. 

The insurance interests of Texas are also 
said to be in favor of a separation, as’ it has 
been the practice to always get a banker at 
the head of the dua! department in preference 
to an insurance man. 

At the present time there is a deputy bank- 
ing commissioner and a deputy Insurance Com- 
missioner, while the Commissioner is a banker. 
It is the belief of the bankers and the insur- 
ance companies that the interests of both can 
be better served by the separation of the 
departments. 

Joins Firemans Fund 

The Improved Risks Department of the 
Western department of the Firemans Fund has 
added to its force Frank S. Welsh, who has a 
me creditable record with the Underwriters 
Bureau of New England. This change takes 
citect as of September 1. 
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NEW YORK SURVEYS 

The Question of Coal—-The New York 
Fire Insurance Exchange is already alive in re- 
gard to the situation as to the effect on sprinkler 
equipments which the shortage of coal is going 
to make. Precautionary circulars are being 
mailed this week and an active campaign will 
be instituted so that all that it is humanly 
possible to do may be done to maintain the 
sprinkler equipment in active service. 


Another Evidence of Bottom Conditions. 
—The average prices of commodity products 
are another evidence that stability has been 
reached and the worst may be assumed to be 
over in business in general, and fire insurance 
All of the indexed numbers now 
recessions, which means 


in particular. 
show very slight 
stabilized conditions. 


The Warehouse Situation.—As a result of 
the general meeting which convened in the New 
York Board of Fire Underwriters’ room on 
Wednesday, the toth instant, a sub-committee 
is being appointed to consider the whole ware- 
house situation. On this committee, the New 
York Board of Fire Underwriters will be 
represented by Superintendent F. J. T. Stewart, 
and the New York Fire Insurance Exchange 
by E. R. Hardy, assistant manager. 

New Sprinkler Equipments.— Bulletin 1800 
of the New York Fire Insurance Exchange lists 
six new equipments that have gone into com- 
mission, their respective grading being as’ fol- 
lows: One at 40 per cent; one at 60 per cent; 
two at 70 per cent; one at 75 per cent, and 
one at 80 per cent. Sprinkler Bulletins 1800 
and 1803 record twenty-eight fires, in which 
the damage is listed as slight in six cases, 
moderate, mostly by water, in fourteen cases 
and considerable in eight cases. 

Gasoline and 1881.—The Insurance So- 
ciety has lately received a copy of an old 
bulletin published on March 15, 1881, by the 
New York Board of Fire Underwriters, which 
shows the state of mind in regard to gasoline, 
etc., at that time. The final resolution is so 
interesting that it is worth publication. It 
reads as follows: 

“Resolved, That this 
use of gasoline fire pots, gasoline torches and 


board condemns the 


stoves, used for smelting solder, thawing frozen 
pipes, burning off paint, etc., by plumbers, 
painters and other workmen, in the prosecution 
of their employments in dwellings and other 
buildings. thereby jeopardizing life and prop- 
erty, and that in view of the frequent disasters 
caused by the use of gasoline, naphtha, benzine 
and other highly inflammable products of 
petroleum, in the cleaning of carpets and furni- 
ture, the killing of moths, etc., and the seem- 
ing ignorance or indifference of parties using 
the same this board deems it a duty to advise 
its members to inform all policyholders that 
the willful use or the permitting of the use 
of said articles in‘the’above named pots, torches, 
stoves or otherwise, will void their policies of 
insurance, not being covered by the ordinary 
builders’ risk, mechanics’ privilege or permit to 
use kerosene oil.” 


Rossia Insurance Company 

Announcement was made yesterday that a 
group of financial houses headed by Messrs. 
Kidder, Peabody & Co., Boston and New York, 
and Messrs. Hitt, Farwell & Park, New York, 
had arranged for the purchase of substantially 
the entire capital stock of Rossia Insurance 
Company of America, the largest and strongest 
fire and marine reinsurance company operating 
in America under a domestic charter. 

A public offering of the stock is expected to 
be made within a few days. The change in own- 
ership of the company will not involve any 
changes whatsoever in the operating manage- 
ment, which has been continuously in charge of 
Carl F. Sturhahn. Mr. Sturhahn and all the 
other officers of the company will remain in thé 
management without change. 

Statement of the Rossia Insurance Company 
of America, as of June 30, 1922, shows total 
assets of $9,544,023, and total surplus to policy- 
holders of $3,379,828; total assets on December 
31, 1921, of $09,485,248, and surplus to policy- 
holders of $3,199,170. 


Excess Reinsurance Company Organized 

The Excess Reinsurance Company of America 
has been organized as a Pennsylvania Cor- 
Guy Carpenter is president, Henry I. 
David G. Baird, vice-presidents. 


poration. 
Brown and 
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Traction Property Values 

The most excellent report just published by 
the New York Board of Fire Underwriters, 
being a reinspection of properties insured un- 
der the schedule of the Brooklyn Rapid Transit 
Company, shows the following interesting fig- 
ures as the tetal insurance: 

On buildings, $2,929,000; on contents, except 
rolling stock,.$1,613,525; on rolling stock, $29- 
997,845. It is also worthy of note that these 
values are distributed at eighty-four buildings 
in number and at seventy-five locations. The 
large value and wide distribution are evidence 
of the fact that fairly low rates of insurance 
are due to such properties and they are getting 
there. 


New Office Doing Well 

The recently organized firm of Tate, Mayer 
& Company, Inc., of this city, is one of the 
rapidly developing offices on William street. 
The firm, which is composed of E. P. Tate, 
formerly an officer of the Guaranty Trust 
Company, and W. A. Mayer previously con- 
nected with Alberti, Baird & Carlton, started 
in June of last year in a two by four office 
at 27 William street. To-day they occupy a 
suit at 110 William street. H. W. Stovey, 
formerly of Willcox, Peck & Hughes, and Ed. 
Steinhardt, A®tna special, have recently joined 
the compari. 


Lewis & Gendar Get National Liberty 

Lewis & Gendar, Inc., have been appointed 
agents for the National Liberty for the 
Metropolitan District, it became known late last 
week. William H. Frank, secretary of the 
National Liberty, has resigned, as has FE. G. 
Barth, who has been manager of the uptow. 
office of the National Liberty. 

Lewis & Gendar now have a strong fleet of 
companies, which include the Commonwealth, 
the London and Scottish, the National Security 
and the Caledonian. 


Another $1,000,000 Fire 

Another bad fire with damage estimated at 
$1,000,000 occurred here last week when a blaze 
in a freight car of the New York Central Rail- 
road spread and set fire to Pier D of the New 
York Central Railroad at the foot of Sixty- 
fifth street and the Hudson River. Forty-five 
cars were destroyed by the flames and three 
firemen were injured. The fire-fighters were 
hindered by the tracks and planks had to be 
enable cross the 


secured to the engines to 


tracks. 


New Building to Attract Insurance Firms 
on Montague Street 

Montague street, Brooklyn, which has been 

carrying on a losing fight with Remsen street 

for the position of insurance center across the 

river is coming back into favor. The insur- 

ance fraternity started to move when Remsen 


street had the advantage of a subway entrance, 
now Montague can compete on an equal basis. 
In last Sunday’s newspaper, it was reported 
that a large office building will be erected on 
Montague street between Henry and Clinton 
streets and local brokers are hopeful that in- 
surance offices will return. 


Hall & Henshaw Get Standard 

The appointment of Hall & Henshaw as New 
York city agents of the Standard Fire Insur- 
ance Company of New York has been announced 
by Joseph ‘A. Kelsey, president of the Standard. 

Companies now represented by Hall & Hen- 
shaw are the Law, Union & Rock; the Vir- 
ginia Fire & Marine, Baltimore American, State 
of Liverpool, Commerce of Albany and Cen- 
tury of Edinburgh. 


W. L. DENNIS DEAD 


Popular Secretary of the Home Passes 
. Away Suddenly 

The many of William L. 
secretary of the Home Insurance Company, 
were shocked to learn of his death on Satur- 
day. Mr. Dennis was ill at his home for a few 
days and death was due to acute gastritis. Mr. 
Dennis was born in Russell county, Ala., Decem- 
ber 20, 1875, and joined the Home in November, 
1902. 

He was a member of the executive commit- 
tee of the South Eastern Underwriters Asso- 
ciation and at various times served on other 
important committees of that organization. He 
did some excellent work as New York member 
of the committee on non-affiliated companies. 
For some years he had been secretary of the 
Southern Tornado Association and in that 
capacity did a large amount of work of great 
value of the companies generally. 


friends Dennis, 


Aetna Receives Ford Check for $744,292 

Receipt of the Ford Motor Company’s check 
for $744,292 was announced to-day by the A£tna 
Casualty and Surety Company. This 
marks the close of a series of attempts by the 
Ford Motor Company to evade payment of a 
judgment for $600,0co in favor of the Wood- 
ward Hotel Company of New York, which was 
met by the A<tna Casualty and Surety Company 
as bondsmen for the Ford Motor Company. 
These attempts included three appeals to the 
Supreme Court for a reversal of the decision 
of the United States District Court at New 
York city, all of which were denied. 

According to the decree of the United States 
District Court the Ford Motor Company had 
until August I1 to pay the A&tna Casualty and 
Surety Company the amount of the judgment 
with interest at 10 per cent or the A<tna would 
have been able to take over the ownership of 
the Ford Motor Company building and land at 
the northwest corner of Broadway and Fifty- 
fourth street, New York city. 


event 
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ADD TO FLEET 


Firemens of Newark Acquires Na: 
tional-Ben Franklin 


DEAL ENGINEERED BY NEAL BASSETT 


Stockholders of Pittsburgh Company R. 
ceive Very Advantageous Price for 
Holdings 

By the purchase of a controlling interest jn 
the National-Ben Franklin Insurance ‘Cons. 
pany of Pittsburgh, interests connected with 
the Firemens Insurance Company of Newark 
have added materially to the strength of the 
already powerful fleet of companies under the 
control of the latter company. The deal js 
especially important because of the fact tha 
it emphasizes clearly the modern tendency to 
concentrate the business of fire insurance 
under one management. 

The proposal to purchase stock of National. 
Ben Franklin made by Vice-President 
Neal Bassett of the Firemens on August 1, 
and was approved by the board of directors 
of the National-Ben Franklin on the same day, 
The success of the plan was almost imme: 


was 


diately assured because of the very favorable 
terms; practically all of the stockholders ar 
expected to take advantage of them. Under 
the proposal at least 67 per cent of the stock 
must be deposited with the trustees before 
September TI. 

The Firemens already controls the Girard 
Fire and Marine of Philadelphia and the 
Mechanics of Philadelphia. The: combined 
premium income of the three companies last 
year exceeded $7,600,000, while the National- 
3en Franklin wrote over $2,900,000, The four- 
company fleet will therefore be likely to write 
well over $10,000,000 this year. 

H. M. Schmidt, president of the National: 
Ben Franklin, will remain with the company, 
as will also Thomas A. Hathaway, secretary, 
and Paul Schmidt assistant secretary. Eacl 
will retain his present official position. 


Pennsylvania Fire’s Capital Increase 
The stockholders of the Pennsylvania Fir 
of Philadelphia, of which company Cecil f. 
Shallcross is president, will vote October ; 
upon the proposition to increase the com 

pany’s capital from $750,000 to $1,000,000. 


Recent Bills Up at Washington 

Amendment to 657, District of Columbia Cote 
—a bill providing that the law requiring the 
application to form part of the life insurance 
policy shall not apply to fraternal insurance. 

A bill providing an insurance code for the 
District of Columbia. 

A bill to license insurance brokers, agetl 
and solicitors in the District of Columbia. | 

A bill to establish a compulsory monopolist 
workmen’s compensation insurance fund in the 
District of Columbia. 

A Dill to establish a burden of farm risk tt 
surance, providing for the establishment of 2 
Government bureau to grant insurance on grow 
ing crops against the action of the elements. 
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CUTS N. J. RATES 


Liability Premiums Slashed 20 Per 
Cent 





EFFECTIVE SEPTEMBER 1 





New Schedule Formulated by Special 
Deputy A. R. Lawrence 

Trenton, N. J., August 15.—Sweeping re- 
ductions in Employers Liability Insurance 
rates, averaging 20 per cent, were approved and 
promulgated by William E. Tuttle, Jr., State 
Banking and Insurance Commissioner to-day. 
The new rates go into effect September 1, and 
are applicable not only to policies written after 
that date, but also to all policies now in force. 

The material reduction in manufacturer’s 
overhead costs, which, it is estimated, will 
amount to $1,000,000 annually, as a result of 
these reductions in liability rates is likely to 
have the net result of making possible the 
passage of a law next winter increasing the 
benefits awarded workmen who are injured in 
industry. Last winter Assemblyman Hersh- 
feld of Passaic got a law raising the benefits 
through the Assembly, but it was killed in the 
Senate on the plea that increased compensation 
insurance rates would result. The reduction 
in those rates announced by Commissioner 
Tuttle to-day removes that objection. 

The reductions, averaged over all classes of 
industry, amount to per cent, accord- 
ing to A, R. Lawrence, special deputy in charge 
of the compensation rating and inspection 
bureau which formulated the new rate sched- 
ule, The average reduction for manufacturing 
occupations is 1714 per cent; for contracting 
occupations, 2414 per cent; and for all others, 
23 per cent. The average premium charged at 
present is 92 cents per hundred dollars of pay- 
toll; after September 1, this will be reduced 
to 75 cents per hundred dollars of payroll. 

The revision does not include stevedoring or 
maritime occupations, which involve legal com- 
plications, and will be considered later. Chem- 
al occupations are also omitted, since they 
were reduced about 20 per cent about a year 
ago, 

This i$ the first time that reductions of 
great importance have been made since the 
compulsor¢ liability insurance law went into 
efect in 1917. There were reductions of about 
5per cent in 1919 and a year later. The cut an- 
nounced to-day is the first one to be based 
exclusively on the experience of the New Jersey 
Banking and Insurance Department, using fig- 
ures obtained in New Jersey industries. 
“Heretofore,” declared assistant deputy com- 
missioner, C. A. Gough, “it was not felt that 
New Jersey had had sufficient experience with 
employer’s liability insurance on. which to base 
Tates which would be certain to be safe. After 
lve years, however, it is now felt that New 
Jersey can stand on its own feet and need no 
nger depend on the rating experience of 
other States.” Commissioner Tuttle insisted, 
id Mr. Gough, that while the new rates should 
be high enough to give absolute certainty that 
0 company would fail to pay claims against 


201% 





it, still, they must also be reasonable, so as not 
to place any unnecessary burden on manufac- 
turers, and through them, on workers and con- 
sumers. 

While the rates for most occupations are re- 
duced under the new schedule, it was found 
necessary in twelve classes to increase the rates 
from 6 to 26 per cent. Seventeen occupational 
classes were left at the present rate, while the 
reductions are spread over about 880 remaining 
classes. The largest single reduction is that 
for coal dealers shipping by water and using 
power machinery. Their rate is reduced 70 
per cent. 

That some classes had to be raised, in spite 
of the general reductions, is accounted for, ac- 
cording to the insurance officials, by the fact 
that at the start considerable discretion had to 
be used in fixing rates, subject to later revision 
in accordance with the lessons taught by New 


Jersey experience. of 

/€ 

; Old New, Decrease 

Automobile mfg. ......... .96 78 19 
PUG RAPARES occ kcccacve 95 -83 13 
PANOMIEG Oo wis, o's cotta ot ese 1.11 94 15 
Ball bearing mfg......... .68 54 21 
Baie MG. cscs cicscuwe 1.44 72 50 
3uilding material dealers... 1.66 1.34 20 
CANNOUICRS ac ccs coe ce vc 1.00 .83 17 
Cacpentry N. O; €..2.00. 5: 3.51 2.91 17 
Carpentry—house building. 1.68 .96 43 
Cleat Gidginie | occ ose wens 2.51 1.38 45 
CRG Es oc cdccc wae 22 13 38 
Coal merchants .......... 2.71 1.34 37 
Concrete bldg. erection... 3.12 2.32 25 
Corn product mfg........ 1.90 1.56 21 
Cotton spinning ......... 61° 54 11 
CUAMMCOIS. of lesvotswnd ses 1.08 80 26 
Department stores ........ .28 22 21 
Bite diggin 2 i. ciccccuns 1.59 1.29 19 
WINGONG! + Cnereaccnasece es 1.33 97 27 
Electrical apparatus mfg... 97 .86 "1 
Erecting steel structures... 8.14 5.73 30 
WARE biases deco tues 95 .76 20 
PGStuize? 06S. ccecac ces 1.98 1.40 29 
Glassware mfg. .......... 58 3 26 
Grocery SlOres 2. cece ciccs 39 25 36 
IQROME.” sacle pure we caemeieune 53 43 19 
EVO. FOUNATIES 60.55.0006 1.16 .89 23 
Ns ae 34 ona 20 
EAUNOCIOS icc cc kredesvies 80 67 16 
Massnry Nu Os C...cccccis 3.36 2.34 30 
Munic. employees N. O. C 28 22 21 
Machine shops ....0<.e«+«< EN 1.00 10 
Oi clothe Wl Ss case. 6 ec cae 1.01 .86 15 
a, a ne 1.41 1.15 18 
Painting and decorating... 2.19 1.84 16 
Panel DSS oi oc cicnre cance 1.84 1.54 16 
Phen Mle: soc oes cccens 2.06 1.97 5 
Potteries—sanitary ware .. 39 Bb 18 
Potteries—general ware .. .39 -23 41 
PU: c weanesdReneeans 92 48 8 
ISAMRNOGE ar dg sick 5 en rec acces 3.86 3.06 21 
IRGSEAUSAING 6 co's cace cee ed 47 38 19 
Road Bwutlditid = ...06 se eccses 1.54 1.44 7 
Rollmie mille ..cccccccues 1.58 1.03 35 
Rubber tire Migs. s.:<s:0c0 1.15 .88 23 
Orr s 2.438 1.92 21 
SI VCIMINES © cr0\sesranenes nie 1.62 97 40 
Se Iti waticlcndeacacns 20 .16 20 
Street cleaning ...... 26 cccsce 2.63 1.83 3 
ANN, ce weannecucens 94 76 19 
"Fextile: fisttiShind: «.o:c.o6s,<s .82 61 26 
Vegetable oil mfg........ 1.78 1:37 29 
Wool spinning: ......<.6. 41 33 20 


Claims for June Normal 

W. T. Grant, president of the Business Mens 
Assurance Company, Kansas City, Mo., makes 
the following statement regarding June claims: 

Claims for June were normal for the first 
month this year. We are hopeful that the claim 
experience of the last half may be favorable 
enough to bring the total year’s losses down 
to a satisfactory figure. 


New Illinois Live Stock Company 
The Illinois Bankers Hog Insurance Com- 
pany of Rockford, IIl., is the name of a com- 
pany organized to write live stock business. 
A. Gates White is president; E. S. Hamm and 
George F. Bunn, vice-presidents; L. E. Scott, 
treasurer, and J. F. Collver, secretary. 
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H. L. EKERN SPEAKS 


Opposes Plan of Attorney General of 
Wisconsin 





INDUSTRIAL DECISIONS CONTENTION 
POINT 


W. J. Morgan Would Have County Courts 
Decide Cases 

Mu.wavkfFe, Wis., August 15.—The proposal 
of Attorney General W. J. Morgan, candidate 
for governor, to take the trial of appeal cases 
under the workmen’s compensation act away 
from Dane county to the courts in the seventy- 
one counties in Wisconsin “is only the beginning 
of an attempt to enable lawyers to get fees out 
of the injuries of the workman,” Herman L. 
Ekern, ex-Insurance Commissioner of Wiscon- 
sin, and candidate for attorney .general, de- 
clared in a speech before several hundred em- 
ployees of a industrial plant here. 

“The proposal is not new. It was made by a 
reactionary Senator in I915 and 1917, and so 
strong was the opposition that in both cases the 
bills were killed at the request of their author. 
The arguments made against the proposal then 
were that the bills would benefit, not the in- 
jured workman, but the insurance companies 
and the workman’s attorneys,” said Mr. Ekern. 

Mr. Ekern declared “the unnecessary ex- 
pense would be entailed in representing the State 
at each of the cases when scattered throughout 
the State. Besides this the proposa! to allow 
appeals to be brought in any court is likely to 
operate to increase the number of workmen’s 
appeals.” 

“In one out of four cases in which injured 
workmen have taken appeals, all of the money 
spent upon such appeals has been wasted,” the 
speaker said. “In not a single case has an in- 
jured workman ever obtained a cent more than 
the commission allowed him.” 


Preventing Employment Overhead 

It has been estimated that when you hire a 
new employee it costs you from $50 to $100 in 
actual cash to break him in and teach him all 
the angles of your particular business. From 
this you can see that it is a very wise idea to 
hire and fire rarely. In fact, the longer you 
keep a competent employee the more valuable 
he becomes. The old, successful firms retain 
their employees for a lifetime sometimes. But 
should you have to employ a new man, let him 
work for you the first two weeks for nothing, 
and save yourself employment overhead. If 
he is the right kind of man, he will be glad to 
do it, and if he hasn’t money enough saved up 
to tide himself over two weeks, he isn’t worth 
hiring, anyway. 


INDIANAPOLIS, InpD., August 15.—W. H. Smith, a 


prominent fire insurance man of this city, has pur- 
chased the interest of William C. Burdette in the 
Insurance Auditors Company. Mr. Burdette was presi- 
dent of the company which was established by him in 
1962. He formed a partnership with E. B. Herod in 
1912 and the organization was incorporated in 1915. 
Mr. Herod is treasurer, John W. Lewis is vice-presi- 
dent, and Peter J. Lauck is secretary. 
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Few realize that being born puts us in debt. 
No fault of ours, but a fact. 


Who paid for your upbringing?—Did you? 
Possibly in part if you worked your way through college. 


Then you start in business. 
that you must pay your debts. 


due date of your paper. 


Have you made provision for that? 
' Somebody must. IT’S THE LAW. 
of the New York Life. He'll tell you. 





CAN YOU PAY YOUR DEBTS ? 


OR the average man and woman life is chiefly madé'up of the business of living. ‘ 
tions—they must—which are as real as business paper and must be met as promptly. Default in either case is disastrous; the 
defaulting business man ceases to have credit and goes out of business; the social or moral or political defaulter just disappears, 


, Dame Nature issues our paper as soon as we utter that first cry. 
That paper really constitutes a more serious obligation than any other promise to pay we ever issue. 
IT HAS NO SPECIFIC DUE DATE 


But it will certainly mature; it will not be forgotten or lost or destroyed by fire, nor will it be forgiven. 
It may mature tomorrow; it may not mature in forty years. 
The average man has to shake himself together to realize that any such obligation exists. 


But having graduated from college or elsewhere you (the average boy) 
gotowork. Now, perhaps, you break even; you do not yet begin to repay what you owe; you can’t. 
Obligations rapidly multiply; you begin to understand what a dollar means and especially you learn 


Then (if you are so fortunate) you marry and then again, perhaps, children come. 
No one can properly meet those obligations but you. 


IT WILL ALL MATURE AT THAT MOMENT 


Can your estate pay up? 
If you don’t know who will pay and what form that payment may take, ask any agent 


Suppose you die one fine day. Then your family will discover the 


New York Life Insurance Company 
DARWIN P..KINGSLEY, President 


In that process people assume all sorts of obliga. 


No wonder it is a cry of fear, 


Think a moment! 
ho paid for your education—Did yoy? 


Obligation now piles on obligation. 


If not, who will pay? 











EXCELLENT OPPORTUNITY 


for Reliable, Energetic men to represent us in the states of 
a and Missouri with direct Home Office contracts. Liberal 
policies. 


CAPITOL LIFE INSURANCE COMPANY 


OF COLORADO 
Clarence.J. Daly, President DENVER, COLORADO 





Service of Quality to Policyholdere 
Contracts of Superiority to Representatives 


( ~X a 
, ~ 
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NENMO INE 
CASUALTY 


Write for information relative to open territory. Have tw 
- oe agencies with business established where change i 
esired. 








A NEW SALESMANSHIP GUIDE 


THE ART OF SELLING 


A Practical Hand Book for the Use of Insurance 
and Other Salesmen 


By JOHN S. TUNMORE 


The author is an expert and successful general 
agent for one of the most conservative and best 
life insurance companies and in this work pre- 
sents many 


Actual Experiences in Selling Life Insurance 


He, With characteristic originality of style, explains the 
REASONS FOR AND PSYCHOLOGY OF VA- 
RIOUS METHODS OF APPROACH, CLOSING, 


and General Arguments for solicitation 
A Valuable Work for the Beginner or the Veteran 


Price, (in green silk cloth binding,) $1.50 


THE SPECTATOR COMPANY 
PUBLISHERS 
135 William Street 
New York 


Chicago Office 


Insurance Exchange 














PUBLIC LIFE INSURANCE CO. 


$500,000 Authorized Capital 


is now offering 


SPECIAL INDUCEMENTS_.. 


for : 


SUPERINTENDENTS and ASSISTANTS 


Correspondence Treated Confidentially 
Write today; we may have just what you want 


N 


ALFRED CLOVER, General Manager, 
Chairman of the Board 


108 So. La Salle Street CHICAGO, ILLINOIS 
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Miscellaneous Insurance 














By Harry 


AUTOMOBILE, BURGLARY AND LIFE DECISIONS 


B. Brappury, of the New York Bar 
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Automobile Insurance 


Damages from collision; agreement for an 
gisement cannot be construed as an 


appr ; : 
bitrate; parties bound by 


agreement to ar 


" agreement for an appraisal; when appraisal 


is not a condition precedent to the right to 
recover. 

Under an automobile policy providing for the 
payment of loss resulting from a collision, the 
policy further provided as follows: “In the 
event of disagreement as to the amount of loss 
or damage the same must be determined by 
competent and disinterested appraisers before 
recovery can be had hereunder.” Provision was 
then made for the selection of appraisers, and 
an umpire, the award of any two determining 
the amount of the damage. Then the policy 
provided as follows: “This company shall not 
be held to have waived any provision or condi- 
tion of this policy or any forfeiture thereof by 
any requirement, act or proceeding on its part 
rating to the appraisal or to any examination 
herein provided for; and the sum for which 
this company is liabie, pursuant to its policy, 
shall be payable sixty days after the notice, 
ascertainment, estimate and satisfactory proof 
of the loss herein required have been received 
by this company, including an award by ap- 
praisers when appraisal is required hereunder.” 
The complaint did not allege an appraisal. The 
answer set forth that there has been an ap- 
praisal, and that the damages under the appraisal 
had been fixed at a sum stated, which was much 
less than the amount claimed, and the company 
made an offer of judgment for the amount fixed 
by the appraisers. The plaintiff was permitted 
to recover a sum considerably in excess of the 
appraised damages. It was held, that while un- 
der the wording of this policy it was not a con- 
(ition precedent, that the appraisal should be 
frst had before an action was brought on the 
policy, but, nevertheless, where an appraisal had 
ben had, the insured was bound by it and 
could recover only the amount awarded to him 
by the appraisers, where no question of fraud 
eitered into the case. It was further held that 
such a case did not come within the Arbitration 
law, and it was not necessary to show that the 
appraisers had been sworn pursuant to the pro- 
sions of the Arbitration Law. Williams v. 
Hamilton Fire Ins. Co., 118 Misc., 799; ——— 


Sp —— 


Burglary Insurance 


Burglary insurance; death of insured does 
tot change interest in property to such an 
‘tent as tc make the policy void; mercan- 
tile safe burglary; does not cover burglary of 
store, 

Where a policy of burglary insurance does 
- contain a provision that it shall be void if 
te interest in the property is transferred “by 
‘feration of law” it seems the policy does not 





become void by the death of the insured, but 
may be enforced by the estate of the insured. 

Where a policy of burglary insurance insured 
against the loss of money, bullion, securities and 
merchandise, “in consequence of the felonious 
abstraction of the same during the day or night 
from the safe or safes described in said sched- 
ule, and located in the office or storeroom actu- 
ally occupied by the assured and described in 
said schedule, and hereinafter called the prem- 
ises, by any person or persons who shall have 
made entry into such safe or safes by the use 
of tools or explosives applied directly to the 
outside thereof,” it was held that a complaint 
alleging that a burglary was committed at the 
place of business of the assured and “goods, 
wares and merchandise, consisting of*furs of 
upwards of the value of $2600 were stolen 
from said location,” did not state a cause of 
action, where there was no allegation in the 
complaint of any burglary from a. safe. 
Zimmerman v. Mass. Bonding & Insurance Co., 
201 App. Div., 538; ———- Supp. ———. 


‘ 


Liability Insurance 


Elevator operator under sixteen years of 
age and without work permit; when recovery 
can be had. 

A policy of elevator insurance indemnified 
the assured against loss for personal injuries 
caused by the elevator and further provided that 
the “policy does not cover on account of in- 
juries or death caused by any elevator while in 
charge of any person under the age fixed by law, 
ordinance, or municipal regulation for elevator 
attendants, or under the age of sixteen years, 
where no age is so fixed.” It was held that 
there could be no recovery against the company 
on a judgment recovered against the assured for 
personal injuries, where it appeared that the 
elevator attendant was not sixteen years of age, 
and did not possess a work permit provided for 
under the West Virginia Act of 1919, chapter 
17, which specifies the age of sixteen years as 
the minimum age for the employment of 
elevator attendants in the absence of a work 
permit as therein required. Walker Drygoods 
Company v. Mass. Bonding & Ins. Co., 

W. Va. ——; 110 S. E. 553. 


Life Insurance 


False warranty as to prior treatment by 
physician; privileged communications; right 
of physician to testify as to prior treatment 
when there is an objection to the testimony 
under Code Civ. Pro., § 834 (Civ. Prac. Act, 
§ 352) on the ground that it revealed con- 
fidential information; impeachment by state- 
ments of same physician in proof of death. 

In making an application for a life insurance 
policy, the insured stated and warranted that 
he had not consulted any 
treated by 


within five years 


physician or been any physician. 


TI 


Upon the trial the defendant company put on 
the witness stand a physician who testified to a 
large number of consultations with the insured 
within the five years prior to the issurance of 
the policy and the making of the application 
therefor. To this evidence the only answer 
which the plaintiff offered was the statement of 
the same physician upon the proofs of death. 
Upon those proofs the question was asked of 
the physician, for what diseases he had treated 
or advised the deceased prior to his last illness, 
and he was also asked to give the date, dura- 
tion and result of each, call... In answer to these 
questions on thewproof.df:rloss he stated: 
“Phimosis operation ten years ago. Nothing 
else of any importance.” The physician was 
then asked what he meant by that declaration, 
and was not permitted to answer by reason of 
the prohibition in § 834 of the Code of Civ. 
Pro., now § 352 of the Civ. Prac. Act. The 
insured died from goiter about a month and 
a half after the taking out of the policy. There 
was some evidence, however, to the effect that 
he was not treated for goiter until after the 
application for the insurance. The case was 
submitted to the jury solely upon the testimony 
of this physician that the deceased had con- 
sulted him a large number of times within the 
five years prior to the making of his applica- 
tion, and the plaintiff offered as impeaching 
testimony the written proof which the physician 
had signed to the effect that he had treated the 
insured for nothing of importance except 
phimosis, for which an operation was performed 
ten years before. The jury found a verdict 
for the plaintiff for the full amount of the 
policy, thus holding that the testimony of this 
witness had been impeached, and that the 
defendant had failed to prove by a preponder- 
ance of evidence that the representations made 
in the application were false. The Appellate 
Court, however, set aside the verdict and held 
that the physician should have been permitted 
to make any explanation of his answers to the 
questions in the proof of loss which would not 
reveal confidential information, which he was 
not permitted to do by the trial court. The 
case therefore was sent back for a new trial. 
Saad v. N. Y. Life Ins. Co., 201 App. Div., 544; 
- Supp. ——— 

Incontestable policy; death at the hands 
of justice more than one year after insurance 
of the policy. 

A policy of life insurance contained a pro- 
vision that it should be incontestable after one 
year from the date of its issue, except for fraud 
or misstatement as to age. It was held that 
where the policy had been in force more than 
one year, the insurance company was not re- 
leased from liability because the insured came 
to his death at the hands of justice. Murphy v. 
Metropolitan Life Ins. Co., Ga. ; 
110 S. E. 178. 
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An “Old Line’’ Legal Reserve Company The Spectator Company offers for sale to the life 
issuing all the standard forms insurance community the following attractive and was 
of policies. compelling leaflets. Each one is full of emphatic ‘ 
: , ee . . arguments on the benefits of life insurance and makes Republi 
Good territory in IIlinois still open. Will direct appeal to both men and women in all walks Wee 
be pleased to hear from anyone interested. in life. These leaflets are sure producers of good 4 
business results. If Wi 
Prices at which the leaflets can be supplied: of Insur 
SOUTHERN LIFE AND HEALTH INS. CO. Robbing Yourself. will “ 
PT; 9 Showing the Advantages of Saving vs. Wasting, = 
Oldest and Best’ Per 1,000, $20; per 500, $12; per 100, $3. is the Re 
Has openings for good debit men and business Tele Motice. less polit 
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producers. Emphasizing the importance of paying premiums eit 
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Per 1,000, $20; per 500, $12; per 100, $3. wl 
THE LAFAYETTE LIFE INSURANCE COMPANY he aia » $3 likely th 
; The Unexpected Always Happens. ak 
LaFayette, Indiana Iti lil li f f year. 
s like o ig tr 
Our Copyrighted Service Pension Agency Contract Builds a Future for Agency tis ul a Feacms news trom the seat of war to read Mr. B 
Managers. the list of victims of sudden death and accident, is a law: 
They All Like It—That’s Why pe ee — Opportunities and Territory This leaflet can be used to advantage by agents fre insur 
ioiicte<uieinie Minae as Sa sessile tains of both life and accident insurance companies, a part 0 
. . ay ecretar ° . » residen zs he : me eee 9 
W. R. SMITH, Supt. Agencies Per 1,000, $20; per 500, $12; per 100, $3. bined Lay 
Are You a Woman? few yea 
HOME LIFE INSURANCE COMPANY If so what do you do with your money? had been 
Stow Wark Per 1,000, $20; per 500, $12; per 100, $3. YP the war 
WM. A. MARSHALL, President Too Busy. P volunteer 
The 62nd Annual Report Shows: An effective reply to the claim often made of pany for 
P ayments to-Polieyholders and their beneiiarea ‘in Death ponent being too busy to consider life insurance. how divi 
3 ts,  eeonegeepalinadbesenesce 740, ; . 
Amount Added to the Insurance Reserve Funds picisieseiveicinece oye F Per 1,000, $20; per 500, $12; per 100, $4. ———<—— 
rs nterest n t ss cse) sian Os ie nis ce ae ’ ’ 
" ( 642,638 in « neal the amount required to maintain the Caution to Policyholders. 5 ser Agenc 
reserve) A strong and lucid argument for keeping policies igi 
Actual mortality experience 53.44% of the amount expected. a notice p 
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DOESN AMEND. 5 ws ciwivicicis a wciseniowinle sais eineises science 43,222,328 Per 1,000, $30: per 500, Si2- per 100, $3. peg 
FOR AGENCY APPLY TO Up Against It , 
GEORGE W. MURRAY, Superintendent of Agents Pp ‘agains 2 . a when th 
256 BROADWAY NEW YORK Forcibly illustrating the misfortunes of many An in 
former well-to-do capitalists and business men. agent pr 
THE Per 1,000, $10; per 500, $7; per 100, $2. on a not 
° It Helps You Along. it was h 
Boston Mutual Life Insurance A strong appeal to the uninsured and the under the agenc 
insured. upon the 
Company Per 1,000, $15; per 500, $10; per 100, $2.50. the insur 
7 9 where th 
: “The Company of the What Holds You? eee . 
77 Kilby Street Minute Man” BOSTON, MASS. Sets forth the advantages of life insurance agency clusive aj 
H. O. EDGERTON, President E. C. MANSFIELD, Sec’y & Treas. work as a career for young men. —— 
AiR wine = som raat ; a Per 1,000, $15; per 500, $10; per 100, $2.50. Stee 
A corporation organized and operating under the Insurance laws o Co. 9, 
ecademath, All desirable forms.of up-to-date contracts issued. A Legacy For You. as 
CORRESPONDENCE SOLICITED , . Unique life insurance leaflet in which Limited es 
Boston Mutual Contracts in their wording are ed simple and their payment endowment and income insurance are 
benefits SIMPLY PERFECT. presented in a novel way. Fine business getter, 
Per 1,000, $20; per 500, $12; per 100, $3. 
HOW TO ORGANIZE AND ne On orders of 1,000 copies or more, the inscription 
MUTUAL apeeien AND LOAN ASSOCIATIONS of company or general agent will be printed without 
PP ranma yay pale freer id ahaa mapa epee = extra charge. On orders of less than 1,000 Sb 
that such associations help their insurance business, as well as contributing * extra for inscription. Sample copies of any or all 
directly to their income. | loa@ “ill } : ae tte ae ach 
‘ A Virginian whois welt posted as to the operations of such associations these leaflets will be sent on receipt of ten cents ’ : 
t t tt t title, i 2 ti i j 7 ’ 
eeeanie demuiiaed. ite iulcemuaaion smanerding wae “sea ne ps noon Tang Mail 90 cents and sample copies of the wnole 
the forms of certificate of incorporation, by-laws, etc., together with ques- series (10 leaflets ) will be sent to you. 
tionsfrequently asked about such organizations, and their answers. 
This bookis substantially bound in cloth, with gold title. 
ally bound in cloth, with gol THE SPECTATOR COMPANY 
Orders and remittances should be sent to : CHICAGO OFFICE 135 WILLIAM STREET 
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Chicago Office 135 William Street (5152J-4-22) 
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w. R. BAKER LIKELY 
- “CANDIDATE 


rmer Assistant of Frank Travis 
" Nominated to Succeed Him 








WAS ACTUARY OF LIBERTY LIFE 





Republican Candidate Was a Captain in 

World War, Also Lawyer and Fire 

Insurance Agent 

If William R. Baker becomes Superintendent 
of Insurance in Kansas, as is indicated now, he 
will have the distinction of being the youngest 
man who has ever held that office. Mr. Baker 
is the Republican nominee for the place and un- 
less politics are entirely upset he will be elected. 
Kansas has had only two insurance superin- 
tenderts who were not Republicans in the long 
history of the State and it is not, regarded as 
likely that the State is going to change this 
year. 
"Mr. Baker is under the thirty-year mark. He 
isa lawyer and has had some experience as a 
fre insurance agent. He lives at Rosedale, now 
a part of Kansas City, Kan. He had a com- 
bined law and fire insurance office there for a 
few years before the world war began. He 
had been interested in military affairs and when 
the war opened and Kansas began recruiting 
yolunteer troops Mr. Baker organized a com- 
pany for the ammunition train for the Rain- 
how division. Frank Travis was designated as 











Agency contract; termination without 
notice provided for in the contract upon the 
agent’s failure to devote time to the busi- 
hess; putting other agents in the same field 
when the agency contract is not exclusive. 

An insurance company’s contract with the 
agent provided for termination of the agency 
on a notice of thirty days by either party, and 
it was held that the company could terminate 
the agency without waiting for the thirty days, 
upon the agent’s failure to devote his time to 
the insurance business.. It was also held that 
where the contract did not provide for an ex- 
clusive agency in a stipulated territory that the 
company had the right to put other agents in 
the same territory. Southern States Life Ins. 
Co. v. Hodges, : Tio) S.-B, 








HEADS OHIO NATIONAL 





T. W. Appleby Elected President 





WAS FORMERLY SECRETARY 





Company Has Grown to Ten Times Size 
When He Joined It Eight Years Ago 
Troy Wilson Appleby was last week elected 

president of the Ohio National Life Insurance 

Company, Cincinnati, succeeding Albert J. 

Bettinger, deceased. Mr. Appleby was for- 

merly secretary of the company. He is suc- 

ceeded in that position by Stuart J. Blashill, 
formerly assistant secretary. 

Mr. Appleby is a man of long experience in 
life insurance although still under fifty years 
of age. He is a charter member of the Ameri- 
can Institute of Actuaries and a fellow of that 
society. His first insurance experience was with 
the Central Life Insurance Company, Ottawa, 
Ill., of which company he became secretary 
and actuary. He resigned to take a similar posi- 
tion with the Federal Life of Chicago in 1910 
and remained there for four years. 

In 1914 he joined the Ohio National, at that 
time only five years old and having $3,800,000 
of insurance in force. During the eight years 
of Mr. Appleby’s connection with the company 
the amount of insurance in force has grown to 
$38,000,000, or ten times the figure of I91I4; 
other items of the company’s statements have 
increased proportionately. 

Mr. Appleby was born at Morrisville, Mo., in 
1874, and was graduated from the Morrisville 
College when only 18. He continued his educa- 
tion at Chicago University. 








the commander of that train and Mr. Baker was 
one of his captains. They served through the 
war and Capt. Baker brought his company home 
after Col. Travis had been invalided home just 
as the armstice was signed. 

After retiring from the army Capt. Baker 
came to Topeka as the assistant Superintendent 
of Insurance. He served in that capacity only a 
little more than a year when he went to the 
Liberty Life of Topeka as actuary. Later he 
took over the accident and health business which 
had come to that company through the reinsur- 


CHICAGO NATIONAL LIFE 





Company Has Been Examined by the 
Illinois Insurance Department 





SOME CRITICISMS BY EXAMINERS 





Original Paid-in Surplus has Shrunk Con- 
siderably—High Commission Contract 
with General Agent 

An examination was made by the Illinois In- 
surance Department of the Chicago National 
Life Insurance Company of Chicago as of 
March 15, 1922. The report of the examiners 
shows that the sale of the original $100,000 of 
stock produced $100,000 of capital, and $137,- 
500 of surplus. The examiners state that 
“twenty-five per cent of the total sales price 
was allowed for promotion, organization and 
stock sales expenses, or $59,375, so that the 
net surplus to the company at the time of being 
licensed was $78,125.” 

The statement prepared by the examiners, 
as of March 15, 1922, shows admitted assets 
of $169,498, against which are policy reserves 
of $1803, and other liabilities aggregating 
$2683, thus leaving a surplus as to policyhold- 
ers of $165,012, comprising capital $100,000, 
and net surplus $65,012. 

The company, on March 15, had fifty-one 
policies for $184,500 in force, of which sum 
$51,000 was reinsured. In other words the 
company has written $184,500 of insurance, and 
its surplus has declined from the paid-in amount 
of $137,500 to $65,012. Its premiums to March 
15, 1922, were $7861, and its commissions to 
agents on first-year premiums were $7141. In 
addition, the company paid medical examiners’ 
fees of $270, salaries and all other compensa- 
tion of officers, directors, trustees and home 
office employees, $4686; rent, $310; actuarial 
expenses, $350; advertising, printing, station- 
ery, insurance department licenses and fees, 
books, publications and supplies, $139, and still 
owed for salaries, rents, taxes and other ex- 
penses, $2375. 








S€., . 
406, ance of a small life concern. Springfield Massachusetts 
Incorporated 1851 
C en t ra l O h i Oo A company which throughout 
the seventy years of its history 
Gener al Agency has ever enjoyed—because of its 
Territory unsurpassed and large enough for square dealing toward all and its 
an unlimited production. long record of low net cost—the 
br niga as good as the best, with exclusive good will of its policyholders, the 
Confidential communication invited from confidence and esteem of the in- 
Sane with clean records and with ability to suring public, and the loyalty of 
andle such an agency. Address its representatives, 
Exclusive, care of The Spectator ‘ieniinia eteineaienlaas 
a 





Massachusetts Mutual Life 
Insurance Company 
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INSURANCE: 


A Practical Exposition for the 


Student and Business Man 
By T. E. Youne, B.A., F.R.A.S. 


Third Edition—Revised and Enlarged 








Mr. Younc’s book is a lucid, simple exposition of the principles 
and practice of life, fire, marine and other branches of insurance, 
specially adapted for the use of the underwriter, student .and busi- 
ness man. It has been adopted as a text-book by Yale University. 
In the Tu1rD EpiTIon the author has taken pains to elaborate the 
work, more particularly in reference to his own views upon the 
limitation of risks, while a simple explanation has been furnished of 
the force of mortality. 


Price, Third Edition, 424 pages - $3.25 


Insurance Office Organization 


Managements and Accounts 
By T. E. Youne, B.A., F.R.A.S., and Ricoarp Masters, A.C.A. 


Second Edition—Revised 


This book will be found to be a valuable guide to the proper 
organization and conduct of an insurance company. In it Mr. 
YOUNG points out the best methods to be followed in the formation 
and management of an insurance company’s staff, and the most 
systematic and economical administration of its business. The 
practical features relating to the operation of a company are com- 
prehensively discussed. 

The general principles of bookkeeping are also treated by Mr. 
YOunG, and are elaborated in succeeding chapters by Mr. MASTERS. 
The general, life, firesmarine and accident departments are taken up 
separately, and the necessary books and accounts illustrated and 
described in detail. 

This work should be invaluable to anyone contemplating the 
establishment of a new insurance company, or who wishes to im- 
prove present bookkeeping methods. It contains 150 pages and is 


bound in cloth. 
Price, post paid, $2.00 














The Elements of Insurance, By J. E. Exe. A book which 
will aid in a clear understanding of the principles and practice of 
accident, fire, marine and life insurance. 


Price, post paid, 70 cents 





Accountancy. By Francis W. Prxtey. An entirely new work 
dealing with Accountancy from a theoretical and practical point of 
view. The latest exposition of the science. 318 pages, cloth. 


Price, post paid, $2.40 





Pitmans Secretary’s Handbook. A complete secretary’s man- 
ual prepared by HERBERT E. BLAIN. It covers secretarial work 
thoroughly for public and private institutions and for individuals. 
(Second Edition, revised, omitting joint stock secretaryships.) 


Price, post paid, $2.00 





Principles of Marine Law. By LAwrencE DucKwortH. A 
knowledge of Marine Law is of the utmost importance to all those 
who are in any way connected with marine insurance or the ship- 
ping trade, and the volume covers all the essential features, 


Price, post paid, $3.25 





Office Organization and Management. By LAWRENCE R. 
DicKksEE, M.Com., F.C.A., and H. E. BLatn. This volume gives in 
detail, with the aid of specially selected illustrations and copies of 
actual business forms, a complete description of management and 
organization under the most improved and up-to-date methods. 
315 pages, cloth. 

Price, post paid, $3.00 





SOLE SELLING AGENTS of the above works for the Insurance world 


THE SPECTATOR COMPANY 


CHicAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 


Incorporated in 1862 in the Commonwealth of Massachis 








Named JOHN HANCOCK” in honor of the first Govemopy 
Massachusetts, and first signer of the Declaration of Independen 





In 60 years it has grown,to be the largest fiduciary institution, 
New England. 4 

Policies made secure by reserves maintained on the highest stag 
ard with an adequate Contingent Fund providing protection agai 
allemergencies. Total Assets, $239,693,000; Policyholders’ Resery 
and all Other Liabilities, $226,361,000; Contingent Fund, $13,332, ) 


Policy contracts include all equities and options. 


Business done through agents. Information and advice on am 
matter relating to life insurance are available at any time thro 
the Agencies or Home Office of this Company. 


0 a 
SMULIAL 
IFE INSURANCE COMPANY 


OF BOSTON MASSACHUSETTS 











Technology of Fire Insurang 


AND GUIDE TO 
FIRE INSURANCE SURVEYING 


By John Howard- Blood 


A new, comprehensive English work of over 600 pages, treatin 
in much detail and with numerous illustrations 4 
PLANS AND: PLAN DRAWING FIRE DETECTION AND EXTINCTION” 


REPORTS OF SURVEYS CHEMISTRY OF COMBUSTION 
BUILDING CONSTRUCTION VALUATION, APPRAISEMENT AND AS: 


ARTIFICIAL LIGHTING SESSING 
ARTIFICIAL HEATING AND DRYING TABLES, FORMULAE AND GENE 


POWER GENERATION AND TRANS- DATA 
MISSION 


This work contains a vast fund of information, under many 
sub-divisions, concerning matters of Be 


PRACTICAL INTEREST TO UNDERWRITERS AND. 
INSPECTORS A 


Price, cloth binding, $9.50 per copy 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 




















The Columbian National 
Life Insurance Company 


Boston, Massachusetts 


ARTHUR E. CHILDS, President 
Issues the best forms of policies of — 


Life, Accident and Health Insurance 


Our Complete Protection Combination 
is the ideal form of insurance covera 























Epwarp D. DUFFIELD 


Elected President of The Prudential Insurance Company of America, 
Newark, N. J., August 14, 1922 


Supplement to THe Spectator, August 17, 1922. 

















3 | 
eee ee 








On th 
troduc 
a pro 


to him 


Every 





Aug st 17; 1922 





THE .SPECTATOR 








a 


GeneRAL AGENCY CONTRACT 


5, March 17, 1922, the company appointed 
3 [, Whitmer as general agerit for Hlinois, 
4 agreed, t0 appoint him general agent in 
States when entered. The agreed basis of 
sensation is: First year’s commission, 90 
cent on whole life, twenty-payment and 
a fy-payment life guaranteed option policies; 
+ per cent on term policies; on other forms 
sf policies the first year commission shall be 
same in dollars and cents as paid upon 
wenty-payment life policies at the same age. 
There are nine renewals of 10 per cent on all 
iglicies except term insurance, there being no 
al wals on term policies. 
P The above contract is based on a minimum 
an production of $2,000,000 of new busi- 
iness, and Mr. Whitmer is to pay operating ex- 
ban es of the company up to 10 per cent of 
est year's premiums. Mr. Whitmer assigned 
his contract to the Chicago National Under- 
fyriters Company on the same date as that on 
which the contract was made, the assignment 
being consented to by the Chicago National 


ei 
Life. 
i Some CriticIsM BY EXAMINERS 

The examiners criticized the salaries of the 
president and the secretary-treasurer, which 
are respectively $12,000 and $8000 per year, 
saying : 
| “In view of the small size of the company 
and of the fact that these two officers do not 
perform many duties in connection with the 
foperation of the company, it would appear that 
these salaries are excessive. Your examiner is 
Ynformed that the directors are considering 





-ALawyer’s Opinion of 
An Insurance Agent 


On the train, one evening, a lawyer in- 
troduced a business man to an agent of 
a prominent life insurance company. 
Afterward, in speaking of the agent, the 
lawyer said: 


"It is a pity that there are not more insur- 
ance agents like that man. He is well in- 
formed as to his business, his own com- 
pany and other companies; is able and 
willing to reply intelligently to inquiries 
made by his customers and prospects, and 
his statements can be relied upon ab- 
solutely, whether the facts are favorable 
to him or not.” 


Every Agent Should Prepare Himself 


#80 that he shall deserve an equally strong 
»Tecommendation. Knowledge is power. 


Our Educational Publications are 
Prepared to Meet the Agents’ Needs 


Send 10 cents for Catalog of Insurance Works, 


or state the class of information desired. 


THE SPECTATOR COMPANY 





| CHICAGO NEW YORK 





PRUDENTIAL CHANGE 


E. D. Duffield Succeeds 
Dryden 


Forrest F. 


WAS GENERAL SOLICITOR 


Former Head Retires Because of Ill Health 
—Had Been on Leave for Some Months 
Edward D. Duffield was this week elected to 

the presidency of the Prudential 

Company of America, succeeding Forrest F. 


Insurance 


Dryden, who resigned because of ill health. 
The new president had been serving as acting 
president for several months during Mr. Dry- 
den’s absence in Bermuda and other 
where he attempted to regain his health. 

In accepting the resignation of Mr. Dryden 
the board of directors enacted resolutions ex- 


resorts, 


pressing the appreciation of that body for his 
great services in aiding to build up the Pru- 
dential institution to its 
Regret was voiced for the necessity of the 


present vast size. 
action taken by Mr. Dryden. 

In November, 1906, Edward Dickinson Duf- 
field joined the forces of thé: Prudential in the 
capacity of general solicitor, and later became 
vice-president and associate general counsel. 
He has risen rapidly in the affairs of the 
Prudential, and was known as the coming man 
there. 

Mr. Duffield is the son of John T. Duffield, 
a former professor of mathematics at Prince- 
ton University, where Mr. Duffield was edu- 
cated and of which institution he has for some 
years been a trustee. Following his gradua- 
tion from the university in 1892, he studied two 
years at the New York Law School, and was 
then admitted to the New Jersey bar. He was 





effecting a reduction in these salaries, but this 
action has not yet been taken.” 

The examiners also say that “it appears that 
there has been some laxity in observing the 
requirements of the charter and of some of 
the insurance statutes, due to oversight.”” Among 
the items mentioned by the examiners in this 
connection are the changing of the number of 
directors, the method of fixing salaries of offi- 
cers, and the changing of the sale price of the 
new authorized, but unissued, $20,000 shares 
of capital stock. 

As to the latter it is stated that the new 
$20,000 shares of stock (par value $10 each) 
are to be sold at $30 per share, with a stock 
sales expense of 15 per cent of the sales price. 
None of these 20,000 shares has as yet been 
sold. The Chicago National Underwriters 
Company is the fiscal agent for the life com- 
pany on the sale of its stock, and has the ex- 
clusive right for the sale of life insurance for 


the company. 

The Chicago National Life wrote no life in- 
surance during 1920 and 1921, but is now 
actively engaged in writing life insurance. It 
is at present licensed only in Illinois, but con- 
templates entering the other States. The off- 
cers of the company are: President, Thomas 
Carey; vice-president and general counsel, Lee 
D. Mathias; secretary and treasurer, T. Frank 
O'Connell. 
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affiliated with several prominent Newark law- 
vers during the years immediately following. 
Later he entered politics and was elected to 
the New Jersey Assembly, and subsequently, 
in 1905, became assistant district attorney 
general of New Jersey. 

Mr. Duffield resides in South Orange, where 
he takes an active interest in civic affairs. He 
is a member cf both the New Jersey and the 
American Bar Associations, the New Jersey 
State Chamber of Commerce, New Jersey His- 
torical Society, Princeton Club of New York, 
Princeton Alumni Association of the Oranges, 
Nassau Club of Princeton, Essex County 
Country Club, South Orange Field Club, Re- 
publican Club of New York, and the Sakonat 
Golf Club. A portrait of Mr. Duffield appears 
as a supplement to this issue. 

Mr. Dryden, the retiring president, served 
in that office ten years, having been elected in 
1912 to succeed his father, John F. Dryden, the 
founder of the company. He had been in the 
service of the ccrmpany for about thirty years, 
taking up his duties as a clerk at the age of 
eighteen, when he left Phillips Andover 
Academy. He rose gradually to the position of 
assistant secretary, later becoming secretary 
and then vice-president. 


Ontario Equitable’s Home Office Building 

On Monday, August 21, the building which 
now bears the name “The Equitable Building” at 
Waterloo, Ont., will be opened as the head 
offices of the Ontario Life and Accident Insur- 
ance Company and the Reinsurance Company 
of Canada. 

This building is a large, substantia! structure 
situated in the heart of Waterloo’s business sec- 
tion. It was erected in 1857 and has long been 
known as the Devitt Block, and is a landmark 
of historic interest. It was recently purchased 
by the Ontario Equitable, and has since been ex- 
tensively altered and remodeled. The ground 
floor has been leased for stores and offices, and 
the second and third floors will be occupied by 
the Ontario Equitable and the Reinsurance Com- 
peny of Canada. These two companies are thus 
assured of ample space for some time to come 
to provide for their rapidly expanding business. 

The festivities of the opening day will include 
a luncheon at noon to the directors and promi- 
nent citizens of Waterloo, and an orchestra will 
be in attendance during the day. There will 
also be a dance in the evening. 

The Ontario Equitable now has $12,000,000 of 
of business in force, although it was only 
started in December, 1920, and the Reinsurance 
Company of Canada, which began business in 
May, last, has $1,000,000 of business on its 
books. 

The Ontario Equitable now has $12,000,000 
with assets exceeding $268,000, of which over 
$180,000 constituted surplus as to policyholders. 
As its insurance in force December 31, 1921, 
was a trifle over $7,000,000, it is clear that the 
company has made excellent progress during the 
first half of the current year. Sydney C. Tweed 
is president and managing director of the On- 
tario Equitable Life and Accident, and Mervyn 
J. Smith is secretary. Mr. Tweed is also presi- 
dent of the Reinsurance Company of Canada. 
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WILLIAM ALEXANDER’S Ute Gress Anasations, ilatanl © wos 
Company _ "im 
EDUCATIONAL SERIES ° Rigi -. "The Ot 
ON LIFE INSURANCE ; i genera but 
P Nee =| Whi oh be 
1. What Life Insurance Is and What It Does "swept the coup 
A preliminary text book, or primer, deal- pili. si fexted” et 
ing with the fundamental principles on Ohio’s Largest and Strongest — — ~ 
which all sound life insurance rests. Automobile Insurance Company never betjen 
Price $1.50 
2. How To Sell Insurance Gio ’ 

The chief aim of this book, as the title in- |] P7gP RE State Mutual Life Assurance (j 
dicates, is to teach the inexperienced agent ee of Worcester, Massachusetts 
how to do his work, and build up a re- . 
munerative business. While it is intend- sitidicttaniinitinaas 
ed primarily for the new agent, it embodies Has shown steady and consistent growth. 

a great deal of instruction that ought to be id aaa in every detail which is for the benefit of its policyholders and their bene. 
of value to the agent of experience. It — Office organization trained to render efficient service to Policyholders and fel 
will also be useful to those who are en- An agency organization that is capable, and loyal, happy in the knowledge that the 
gaged in the work of training inexperi- protection and service furnished by its activities are unexcelled. 
enced agents. Price $2.00 sities = Ireland, Superintendent of yl ay Secroay 

3. The Prosperous Agent “—_— 

This little book is for the guidance of ex- . SS: a 
perienced and inexperienced agents alike. ‘GRAND R 
It gives a catalogue of the characteristics 
—the mental equipment —of the success- 
ful business man, and tells how these 
qualifications can be utilized to the great- FOR FOLDER 
est advantage by the insurance salesman. SHOWING ELABORATE DISPLAY ~ 
The instrument with which the agent does ee 
his work is his own mind. The material 
on which he uses this delicate instrument 
is the mind of another person. It is all 

. important, therefore, that he should know We Want Real Men 

exactly how to utilize his mental equip- BM inidrescurces to 

ment. Price, paper cover $1.00 é 
Red cloth $1.50 develop three or four counties, 
4. The Art of Insurance Salesmanship getting and handling sub- 

This volume takes up the instruction of eee Ohio, Indiana, 
the agent where the second volume of this Illinois, Missouri or lowa. 
series stops. It contains more advanced FARMERS NATIONAL LIFE INS. Co. 
instruction, and one of its aims is to stimu- F. N.L. Building, 3401 Michigan: Ave. 
late the thought, fire the imagination, CHICAGO, ILLINOIS 
broaden the vision, and thus increase the 
efficiency of experienced agents. Price $2.00 UBLICATIONS OF C. & E. LAYTON. 

5. One Hundred Ways of Canvassing. publishing lousy of Ghaties & Redes Lectin of Liane eglasts whose lgiet 
(IN PRESS) publications on fire, life, marine and other branches of insurance embrace them 
: A ° valuable and standard treatises on these subjects. 

This concluding volume describes many SEND TEN CENT STAMP FOR CATALOGUE. 
ways of soliciting life insurance and in- THE SPECTATOR COMPANY . 
cludes a number of canvassing plans con- 135 WILLIAM STREET. NEW 108 
tributed by experienced field men, with INSURANCE AGENTS 
the author's comments on these p lans. Policy and Prestige are the two most powerful factors in the successful selling of Life ra 
(Now in preparation.) in terms but soundly based’ ‘The Companys reo one of unequalled progres, pale 

by efficient and economical operation. Dr 
THE SPECT ATOR COMP ANY We have a first class proposition for first class agents. If interested address enquiries to 
CHICAGO NEW YORK THE GREAT ERY 2S ee COMPANY 
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—E INSURANCE PROGRESS, METHODS AND RESULTS 
(Continued from page 4) 

item of insurance. It would be well worth while to bring to- 
gether @ much larger number of such budgets, both in this 
country and abroad, to emphasize in precise terms the pro- 
ortion of income actually utilized for life insurance pur- 
poses. It is unfortunate that in many budgets the insurance 
tem is combined with savings and medical expenses, but in 
many others the required distinction is clearly made. The 
exhibit of the anthracite operators contains among others a 
budget, attributed to Hore, according to which out of an 
annual family expenditure of $836.25 the amount paid for in- 
surance was $32:35, Or 3.9 per cent. Ina budget by Chapin, 
the expenditures for insurance, out of an annual income of 
$811.88 were $15.86 or 2.0 per cent. A budget for the City of 
Chicago for the year 1910, representing conditions in the stock- 
yards district, and amounting to $735.62 shows that $24.50, 
or 3.3 per cent, was spent for insurance. The New York State 
Factory Investigating Commission published a budget for New 
York City for the year 1914 of $876.43, of which $35.60, or 
4.1 per cent, was for insurance; and for Buffalo for the same 
year of $772.43, of which $35.60 or 4.6 per cent, was spent 
for insurance. The New York Bureau of Personal Service, 
on account of the New York Board of Estimate and Appor- 
tionment, published budgets for the years 1915 and 1917, ac- 
cording to which out of $844.94 in 1915, $22.88, 2.7 per 
cent, and out of $980.42 in 1917, $22.88, or 2.3 per cent, was 
spent for insurance. The Social Service Bureau of Bellevue 
Hospital, in a similar tabulation, gives the insurance expendi- 
tures as $18.20, out of a total of $824.36 in 1915 and $1,107.81 
in 1917, or 2.2 and 1.6 per cent, respectively. During the year 
1918, some studies of shipyard workers in the New York 
shipbuilding district were published by Ogburn, according to 
which out of a total of $1,386, $40, or 2.9 per cent, was spent 
for insurance. Finally, the Industrial Conference Board for 
the City of Lawrence, Mass., issued a statement in the year 
1919, according to which out of $1,385.79, the sum spent for 
insurance was $36.40, or 2.6 per cent. I have given these 
budgets in full to emphasize the wide range in proportions, or 
from a maximum of 4.6 per cent to a minimum of 1.6 per 


LIF 


Or 


as to what collectively m-y be considered properly to constitute 
a normal expenditure fcr insurance purposes. Much, of course, 
depends upon the size of the family, the age of the wage-worker, 
the wages earned, etc., and a qualified investigation would not 
fail to take these factors into account. But, broadly speaking, 
it may be laid down as a rule that not less than 3.0 per cent. 
should be spent for insurance in the case of normal incomes, 
say such as are below, at the present time, the $3,000 mark. 


Economic CoNDITIONS IN THEIR RELATION TO INSURANCE 


Life underwriters today more clearly realize than in the past 
the importance of economic conditions in their relation to in- 
surance. As long as insurance was a class institution, con- 
cerning but a relatively small proportion of the very well-to-do 
economic fluctuations, financial panics, and industrial depres- 
sions were a matter of comparatively small concern, but today 
economic changes profoundly affect insurance development, and 
in this sense life insurance certainly, and probably all insurance, 
constitutes an elementary consideration in what is generally 
called the standard of life. Quite recently Arthur Richmond 
Marsh, in The Economic World, has drawn attention to the 
great decline in prices and its effects upon insurance, conclud- 
ing with the statement that, “In the domain of life insurance 
and in that of the liability and casualty insurances the effects 
of the general decline of prices will naturally be much less 
direct and less immediately perceptible than in that of the 
property indemnity insurance.” But even here he observes, 
“in the long run a great change of general prices in a down- 
ward direction can scarcely fail to be reflected in the volume 
of business and in other directions. It is an economic prin- 
ciple that a certain balance or harmony tends to assert itself 
between any given price structure and the entire range of the 
economic activities of society. Thus, when the price level 
rises, all the insurances are bound to expand; and the reverse 
is true when the price level falls.’ Mr. Marsh has, during 
recent years, contributed numerous articles on the philosophy 
of risk and insurance, well deserving of the most thoughtful 
consideration of life underwriters, who realize that insurance is 
more than a business adventure and in very truth a social in- 
stitution of transcending proportions. 





cent, illustrating the absence of a clearly defined conception (To be concluded next week) 
MISSOURI STATE LIFE BROADENS as their own companies do not take, including New York Life Rules on Foreigners 
SERVICE surplus, sub-standard, accident, health, group The New York Life Insurance Company has 


Offers Surplus and Sub-Standard Coverage 


to Agents of Other Companies 


their own companies 


Under a new and improved plan, the Missouri every dollar's 


State Life of St. Louis is giving what is 


life and group disability. 
The Missouri State Life urges agents to 


and only desires to handle their surplus business, 


ruled that it will not issue new policies on the 


give _ lives of citizens of foreign countries where the 
their loyal service and company is not doing new business, even though 
worth of business that they can, the applications of such individuals are secured 


in the United States. Applications may be 





uiries to 


ANY 





(described as the most liberal service and com- 
missions ever offered on brokerage, surplus and 
sub-standard business. The commissions in- 
clude renewals, and, in addition, agents and 
brokers turning in such business have an oppor- 
tunity to secure any honors and awards that the 
regular agents of the Missouri State Life are 
able to earn, 

_ The Missouri State does not want its offer to 
interfere in any w ay with the regular business 
of agents of other companies, and its plan is 
oily designed to serve them by having the Mis- 
Souri State Life handle such of their business 


Among the important features of this ser- 
vice are that the Missouri State Life will handle 
big lines, any volume, and pay guaranteed, non- 
as well as liberal first-year 
commissions. and other 
companies will have an opportunity to partici- 
pate in the Pacific Coast trip to the Quarter Mil- 
lion Club. This innovation will prove a desir- 
able one for many agents and brokers, as well 
as for prospects who find it difficult to get insur- 
ance, and will thus prove beneficial to all con- 
cerned, without working harm to any other 
company. 


forfeitable renewals, 


3rokers agents of 


secured in this country on the lives of Ameri- 
cans who may be temporarily residing in such 
foreign countries, under the company’s usual 
rules. 


Farmers National Convention 

The Farmers National Insurance Company, 
of which John M. Stahl is president, has an- 
nounced that the company’s $100,000 and $200,- 
000 clubs will meet in Chicago to-day. Friday, 
Saturday and Sunday will be spent at Cedar 
Point on Lake Erie. There will be no busipess 
sessions, 
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Insurance Examiners and- Adjusters 
ee —— 


Tel. Joho 1114-5 
CASUALTY ADJUSTMENT BUREAU 
illiam Street New York City 

90 Willia Thos..Galbo, Genl. Mgr. 

RELIABLE — INVESTIGATIONS AND ADJUST- 
MENTS BY EXPERTS — QUICK SERVICE — OUR 
REPUTATION is based on por) performances—Weshow 

its, Send for booklet of references. Liability, Com- 

eatian Auto, Fire and Theft, Collision, Property 

jamage, "admiralty, Subrogations, Personal Accident, 
Burglary, Plate Glass. 


Insurance Attorney 


——— 
Tel. Rittenhouse 2289-90. 
ACCIDENT ADJUSTMENT BUREAU 
1318 Stephen Girard Bldg. Philadelphia 
Frank R. Ambler, Gen. Mgr. 


sperienced Investigators and Adjusters—Lia- 
9 Property Damage, Collision, Auto, Fire, 
and Theft, Burglary, Plate Glass, Compensation. 












































Statisticians 








Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
of the highest type, because of thorough 
familiarity with Insurance Department 
and supervising boards’ requirements. 
Reinsurance and Cancellation schedules 
prepared promptly and accurately. Rates 
reasonable. Results most satisfactory. 


Phone: ASHLAND 7358 
153 Fifth Ave., New York City 











Mutual Life’s New Disability Provision 

The Mutual Life of New York announces the 
issuance of a new total and permanent disability 
provision. There are two new features: 

(1) After disability payments have continued 
for five years, the*monthly payment will be in- 
creased 50 per cent; after payments have con- 
tinued for ten years, they will be increased an 
additional so per cent—that is, 100 per cent in 
all Under a $5000 policy the policyholder 
for the first five 
years, $75 a month for the next five years, and 
thereafter $100 a month. 

(2) Total disability that is continued for 
three months will be presumed to be permanent. 


would recerve $50 a month 


State Life of Iowa Enters Montana 

The State Life Insurance Company of Iowa 
has been licensed to do business in the State of 
Montana. R. F. Lee has been made manager of 
the Western department, with temporary head- 
quarters at Hobson, Mont., and will have full 
charge of the development work in that State. 


Baggage Worries 
The Fidelity-Phenix. Fire of New York has 
gotten out a little folder entitled “Baggage 
Worries,” which tells how such worries may 
be eliminated by the utilization of insurance. 


A B. C. Mott, lately with the Missouri State 

Life Insurance Company of St. Louis, has re- 
cently been added to the official staff of the 
Midland Life Insurance Company of Kansas 
City, Mo., as assistant secretary. 


MILWAUKEE PROGRAM 


Ten-Minute Addresses Feature of 
American Life Convention 





TOPICS OF UNUSUAL INTEREST 





Banquet to Be Held Thursday Night at 
Hotel Wisconsin 

The American Life Convention has 
nounced an attractive program for its seven- 
teenth annual meeting at the Hotel Wisconsin, 
Milwaukee, Wis., September 20, 21 and 22. 
The regular convention will follow the meet- 
ing of the legal section September 18 and 19. 
The program follows: 


an- 


WEDNESDAY, SEPTEMBER 20, 1922 

Welcome Address—Hon. Platt Whitman, 
Insurance Commissioner of Wisconsin; Hon, 
Phil. A. Grau, executive director, Milwaukee 
Association of Commerce. 

President’s Address—H. R. Cunningham, 
vice-president, Montana Life Insurance Com- 
pany, Helena, Mont. 


TWENTY-MINuTE. ADDRESSES 

“The Life Insurance Bureau of Research,” 
John M. Holcombe, Jr., Business Manager, 
Life Insurance Sales Research Bureau, Pitts- 
burgh, Pa. 

“The Young Company's Special Problems,” 
Frank P. Manly, President, Indianapolis Life 
Insurance Company, Indianapolis, Ind. 

“The Trend of Life Insurance,’ FE. E. 
Rhodes, vice-president, Mutual Benefit Life In- 
surance Company, Newark, N. J. 

Special Topic for Consideration: “Report 
of the Committee on Standard Business,” C. H. 
Beckett, Actuary, State Life Insurance Com- 
pany, Indianapolis, Ind., chairman of the com- 
mittee. 

Other matters presented for consideration. 


THURSDAY, SEPTEMBER 21, 
TeN-MiINutTE ADDRESSES 

“What Do Convention Companies Get for 
Their Money?” C. B. Svoboda, Secretary, 
Cedar Rapids Life Insurance Company, Cedar 
Rapids, Iowa. 

“A Suggestion for the Production of Card 
Records and the Filing Folder,’ E. D. Lacy, 
Assistant Actuary, Northwestern National Life 
Insurance Company, Minneapolis, Minn. 

“Efficiency Standards—Comparing Life In- 
surance With Commercial Corporations,” J. 
Charles Seitz, Secretary and Actuary, Security 
Life Insurance Company of America, Chicago, 
Ill. 

“What is Child’s Endowment Insurance and 
Why?” JT. P. Mantz, Actuary, Western Life 
Insurance Company, Des Moines, Iowa. 

Hon. Harry A. Wheeler, vice-president, 
Union Trust Company, Chicago, IIl., former 
president Chicago Association of Commerce 
and former president Chamber of Commerce 
of the United States. 

“Field Problems—A Symposium.” Ethics in 
the Field; Ethics in the Home Office: Selecting 
Salesmen: Educating Salesmen; Developing 
Professional Idea; Holding Our Men; Helping 
Our Men; Questions and Answers. 

Every member is invited to think on these 
auestions and be prepared to speak from the 
floor. The first speaker is limited to ten min- 
utes. Each succeeding speaker to five minutes. 

Banquet in Badger Room—This entertain- 
ment is a convention function under the direc- 
tion of John J. Cadigan, president, New World 
Life Insurance Company, Spokane, Wash. 


FRIDAY, SEPTEMBER 22, 1922 
“The Insurance Journal—Its Functions and 


Its Limitations,” Cyrus K. Drew, Editor, In- 
surance Report, Denver, Col. 


1922 


tf 


Business session. 

Adjournment about 1 o’clock P. M. 

It will be observed the program is brief and 
practical. The program committee plans upon 
making this meeting not only instructive, but 
snappy and unique. Opportunity for discus- 
sion is open following each prepared address. 

Program of Legal Section for September 
18 and 19 will be announced later. 

Committee reports may be made from time 
to time as opportunity presents. 


American National Makes Fine Gains in Six 
Months 

The seventeenth semi-annual statement of 
the American National Insurance Company of 
Galveston, Tex.,.dated June 20, 1922, shows 
that the company made handsome advances in 
various features of its statement in the first 
half of this year. Among the gains made were 
the following: Insurance in force, $7,913,262; 
in admitted assets, $1,176,933, and in surplus 
security to policyholders, $295,020. On June 
30 the company had $165,613,035 of life insur- 
ance in force, and possessed resources aggre- 
gating $12,849,870, with a surplus to poli¢y- 
holders of $2,108,917, including $500.0c0 capi- 
tal and $247,507 of assigned funds. The com- 
pany’s premium income in the first half of this 
year was $2,836,418, and since organization it 
has paid $11,846,176 to policyholders. Presi- 
dent W. L. Moody, Jr., and his able assistants 
merit congratulation upon this excellent record. 


Volunteer State Life Convention 
The Volunteer State Life Insurance Com- 
pany of Chattanooga held its annual conven- 
tion at Denver, Col., August 1. 





PERSONAL ITEMS 





Eugene B. Stinde of the Northwestern 
Mutual Life Insurance Company led all this 
company’s agents for new business written dur- 
ing the month of June. Stinde’s total was $700,- 
000. He also made a gain of $400,coo for the 
first six months of this year over the corre- 
sponding period of 1921. Mr. Stinde reports 
conditions as very favorable and expects to show 
even better results during the next six months. 

O. J. Lacy, second vice-president of the 
Minnesota Mutual, has been visiting and ap- 
pointing agencies in the South and Southeast, 
his trip extending over a period of about a 
month and a half. On this trip Mr. Lacy has 
made new appointments at Cleveland, Indian- 
apolis, Memphis and several other points. While 
in Virginia, Mr. Lacy attended the Agency Con- 
vention of the Shenandoah Life, of which com- 
pany Mr. Lacy was former agency manager. 

Joseph A. Maynard, a well-known figure in 
insurance circles, has joined the Kansas City 
3ranch of the Missouri State Life Insurance 
Company under Manager F. J. McCaslin. Mr. 
Maynard, who is a native of Indiana, was for- 
merly with the Equitable Life Insurance So- 
ciety of New York, where he won a reputation 
as a leading producer. He proved his title to 
this reputation immediately upon his connection 
with the Missouri State Life by producing ap- 
proximately $250,000 of business in his first 
month with the company. 

Elmer R. Walton of Clinton, who recently 
took charge of a district in middle Mississippi 
for the Interstate Life and Accident Company 
of Chattanooga, Tenn., has opened an office in 
Jackson on the second floor of the Ford Drug 
Company building. 
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ES, this is an entirely New and Improved Plan of 
an old Practice. Every successful Life Insurance 
man in the pursuit of his business, has clients who 
desire larger lines of protection than he is able to place 
in his own Company, and has clients who are not eligible 
for protection under the regulations of his own Company. 
It is this surplus and substandard business which we 
a plan is new in that we are bidding for this business 
and are willing to extend to this insurance man, who has 
earned such recognition, the same privileges, commis- 
sions, and renewals, which our Agents receive. 

This practice, we feel, will permit the Agent to devote 
more time to his own Company in that he has a regular 
and open channel in which to place all surplus business, 
and will permit him to give his undivided time to serving 
his clients. 


Guaranteed Non-Forfeitable. Renewals 

One of the most important points in our plan of han- 
ding surplus and substandard lines is that we pay liberal 
first year and renewal commissions on any volume ac- 
cepted from a broker or agent. We are giving especial 
attention to serving the agent who has been placing a 
small volume only, through channels other than his 
Company. 


Our Liberal First Year Commissions 

The high rate of interest earned on our funds (which 
funds are invested in the safest and most profitable se- 
curitiese—mortgages on improved farm lands) and other 
factors operate to build such surplus funds as enable 
the Company to pay liberal commissions to Agents and 
at the same time offer policy contracts, both non-partici- 
pating and participating, which have become famous for 
their liberality to the insured and to the beneficiary. We 
pay dividends to the beneficiary on instalments and trust 
funds even where the insured carried a non-participating 
policy. For many years we have been paying 5% on 
Trust Funds and Income Settlement Options. 


Substandard Coverage Liberalized 

We are extending and liberalizing our Substandard Cov- 
erage. It is our earnest conviction that we are rendering 
the greatest Life Insurance service to the public by 
offering a policy of some kind to the largest number of 
deserving people. We believe that the Agent who has 
the best channels through which to handle all the busi- 
ness of deserving applicants is rendering maximum serv- 
ce to his clients. This exceptional service will soon make 
him an outstanding figure in his community. 


AChance to Earn a Trip to the Pacific Coast 
Tn the Agency organization of this Company, the 
highest honor awarded is membership in the Quarter 


MISSOURI STATE LIFE 


Insurance Company 


M. E. Singleton, President 


LIFE ACCIDENT 


HEALTH 


More MOoNEy 


UBSTANDARD BUSINESS 
Service fo Your Cllenis\_» 


Million Club. The primary requirement for qualification 
is that the Agent during the Club Year, July 1 to June 30, 
must pay for $250,000 of life insurance under club rules. 
In addition to the honor which membership in the Club 
carries, the members of the Quarter Million Club are 
given an annual Convention Trip. 

This year the Quarter Million Club held their Conven- 
tion at the Home Office in- St. Louis, and then spent a 
week cruising the Great Lakes. There were brokers and 
agents of other Companies qualified and in attendance. 

In 1923 the Convention of the Quarter Million Club will 
be held on the Pacific Coast. 

YOU can win membership in this Club under the same 
conditions exterded our own men. You can visit the 
Pacific Coast, without any expense to yourself, in com- 
pany -with the livest group of insurance men in the 
country. 


What Agents Who Are Using Our Service Think 


“—he reached for his check book” 

“You are certainly efficiency and thoroughness personified. I 
received your wire and immediately ca'led upcn Mr. ——, told him 
of our telephone conversation, showed him your telegram, and he 
reached for his check book, and gave me a check in full for the first 
year’s premium. Words fail me to properly express to you the d-ep 
appreciation of the splendid co-operation you gave me. * * * I 
wrote Mr. —— today telling him that I hope to have the honor of 
attending the convention of the Missouri State Life Insurance Com- 
pany next year. I want to know you folks better.” 

“T have placed $173,000 in your company since May 10” 

“T had the good luck yesterday of placing $50,000 on Mr. ——. 
This I gave-you along with Mr. —— on whom you issued a like 
amount. * * * I am certainly p’eased with the way things are 
being handled and mighty glad to get your weekly paper. I have 
placed $173,000 in your company since arovnd May 10. Am waiting 
for some more issue which will be placed when I get it.” 

“Start from there to qualify” 

“You talk so much, and I have read so much, about your trip on 
the Great Lakes, that I got the fever for an ocean trip. * * * I 
will be back on the job by Sept. 25, and start from there to qualify 
for your Quarter Million Club to be with you on your trip to the 
Pacific Coast next year.” 

“is much different from that of any other convention” 

“The personnel of the Convention, as we'l as the character of the 
entertainment and the feeling of good fellowship that prevails. is 
much different from that of any other conventions I have ever 
attended. These things are but another indication that the Missouri 
State Life Insurance Company is a real organization. I thank you 


for all that made my visit one of keen enjoyment and real pleasure.” 


Start Now to Qualify for This Quarter 
Million Club Trip 

The first month of the new Clut Year is history, but 
there are eleven months remaining in which you. can 
qualify for this Club Trip. Determine today that you 
will be a member of the 1923 Convention party and begin 
to build plans which will qualify you. Procrastination 
will make the task more difficult, even impossible. 

Send us your surplus business this month and make 
the first move to qualify for this Quarter Million trip. 


Home Office, St. Louis 
GROUP 
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beautiful object—the airplane that passed 
overhead a bit ago. On this sort of a day, 


clear and clean, I envy that chap up there, 





sitting on top of the world, master of space 


and air. Took my glasses and had a close-up of him, 





too, and got a glimpse of a neat bundle on his shoulders. 
That must be a silk parachute he wears in case his throne 
topples.” Aye, Aye, Sir! ' That’s his REINSURANCE. 
He soars along serenely, relying on a set of known laws 
for his safety; but he has some good stout straps around 


him, and that bit of silk, to hamper Old Man Gravity on 





a sudden and unexpected trip downward. 


Yes, Sir; that’s a sort of Casualty REINSURANCE. 











Employers Indemnity 
Corporation 


E. G. TRIMBLE, President 


KANSAS CITY 


CHICAGO NEW YORK 


35 Nassau STREET 
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UNEMPLOYMENT INSURANCE 


Coverage 


Analyzed by Dr. Frederick L. Hoffman in Recently 


Prepared Paper 


APPROACH a brief discussion of this important 
question with considerable diffidence. Although a 
decade has passed since Great Britain inaugu- 
rated a national compulsory unemployment sys- 
tem, the organic law has been subject to so many 
changes and the disastrous effects of a great war, 
one must naturally hesitate to give expression to 
final conclusions, 

At the same time I feel reasonably confident 
that the facts, which are a matter of official records, fully justify 
the most serious apprehensions regarding fundamental errors, both in 
principle and practice, which it is of the first importance that any other 
country should avoid. The official and non-official literature on the 
subject is of such vast proportions that it staggers the imagination. 
The rules and regulations, the countless disputes and controversies, the 
seemingly needless Parliamentary debates, all impose the most serious 
obstacles to a full and impartial understanding as to the actual results 
which have been achieved. The situation in Great Britain is further 
complicated by the operations of the poor law, the pernicious effects of 
which date back for more than three hundred years. 

Yet the problem of unemployment on a large or national scale un- 
questionably demands more extended and qualified consideration than 
Less serious now than some months ago, 
Widespread unemployment, resulting either from subtle economic causes 
or from tabor controversies, constitutes a serious menace to the security 
et industrial order and in very truth to the well-being of the nation 
at large, 


it has heretofore received. 


By unemployment in the economic sense, I prefer to understand the 
continued and involuntary lack of earning power on the part of a con- 
siderable number of men and women who would normally be wage- 
€atners and willing to work. There, of course, is always an element 
of unemployables consisting of those who either will not, or who cannot, 
work; but these represent at their worst an irreducible remnant of any 
order of society, however well conceived. 

Unemployment in the sense of the preceding definition forms the 
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background of the European social and economic turmoil. With us 
the problem is only locally important, for as a nation our present-day 
prosperity is, happily, approaching pre-war conditions. But so much 
the more urgent is our duty to dispassionately consider the questions 
involved, while the necessity for relief or a solution is not one of imme- 
diately pressing concern. : 

The problem that confronts us has a twofold aspect: First, there 
is the periodical recurrence of widespread unemployment that either 
cannot be foreseen or prevented, or that in any event is not anticipated 
with sufficient accuracy to justify far-sighted measures of State and 
industrial control. 

Second, there is the unpreventable portion of unemployment that 
must be systematically provided for to the best advantage of all con- 
cerned. Persons who are habitually disinclined to work or who are 
physically or mentally incompetent obviously require a different form 
of social control than independent men and women willing to perform 
their share of the world’s work if given a proper opportunity to do so. 

_ The first of these two clearly implies a more intelligently co- 
ordinated industrial order than prevails at the present time, and a much 
higher conception of the solidarity of industry nationally conceived and 
as a system of social relations, under which the workers of the nation 
are properly looked upon as an integral and indispensable part of the 
industrial system, rightly entitled to the largest reasonable share of 
earnings, proportionate to the value of the goods or materials produced. 

More than this, however, is involved if the apparent cyclical occur- 
rence of interrupted industrial prosperity and earning power is to be 
brought under State and industrial control. The best illustration of 
what is possible in this direction is the practical elimination of the 
former periodicity of panic and depressions through the operations of 
the Federal Reserve Banking system. 

The suggested method of so-called “Unemployment Insurance” in 
actual practice falls far short of the anticipated results. It rests upon 
the conception of the systematic collection of funds for the purpose of 
building up a cash reserve to be drawn upon as occasion arises for the 
needs of the support of the unemployed. It is usually amplified by the 








development of subsidiary emergency employ- 
ment schemes, which, however, as a rule rest 
upon hasty considerations and not upon care- 
fully premeditated plans worked out far in ad- 
vance. 

Of necessity I shall have to limit myself 
largely to the first of these two relief measures, 
usually referred to as “Unemployment Insur- 
ance.” The system only resembles insurance 
in so far as it makes a systematic compulsory 
provision for the collection of contributions 
and the payment of statutory benefits. As a 
matter of fact, however, it has little in com- 
mon with actual insurance practices, which rest 
upon a purely contractual basis, not subject to 
alterations without the consent of both parties 
concerned. The British scheme, regardless of 
its terminology, is not insurance, but at its best 
only a slight improvement over the poor law of 
1601. It is not insurance, because the con- 
tributions are exacted by Parliament upon a 
compulsory basis and not in accordance with 
the true nature of the risk involved on the part 
of the employer, the workman, and the State. 
The accumulated funds are not used in accord- 
ance with accepted principles of surplus dis- 
tribution, but often utilized as a free gift to 
those who have contributed nothing toward 
their accumulation in times of prosperity. 

The British unemployment insurance scheme 
is hopelessly and actually bankrupt, with the 
deficiencies made good by huge Parliamentary 
appropriations. No private insurance corpora- 
tion would be permitted to carry on business 
under the conditions under which the British 
unemployment insurance system is maintained. 
The system is essentially unfair and in many 
cases grotesquely inadequate, while always 
burdensome and complex in its relations to the 
so-called employment exchanges. Large groups 
of employed persons are included which are 
practically not subject to any wunempioyment 
risk whatever, but are required to pay the same 
rate of contribution as those who have habitu- 
ally a large proportion of men out of work. 

As a means of preventing unemployment the 
scheme has been a colossal failure and has re- 
sulted in the endowment of a pauperized ele- 
ment, which will require the utmost ingenuity 
to restore to the ranks of systematic wage 
earners. The so-called actuarial assumptions 
have by experience been proven widely at vari- 
ance with the facts, being merely an expression 
of guesswork opinion, giving furtherance to 
the political exigencies of the Government of 
the day. 

INSURANCE 


Il. Resutt oF UNEMPLOYMENT 


If now the question is asked, what the effect 
of this enormous expenditure has been on the 
condition of the labor market, it appears that 
the number of totally unemployed persons stead- 
ily increased from the armistice to a maximum 
of 2,177,000 in June, 1921, while at the present 
time, as the result of slightly improved condi- 
tions, the number of unemployed is 1,514,000 
(May 22, 1922), but this number is exclusive of 
quite a considerable portion of persons work- 
ing part time and receiving unemployment re- 
lief, aside from another considerable group of 
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unemployed, which is not included in the 
enumeration made by the Labor Department. 

Thus unemployment insurance has not pre- 
vented unemployment, but rather stabilized a 
semi-pauperized condition of wage earners, who 
have become habituated to every conceivable 
form of public relief; for during this same 
period the poor law expenditures reached most 
extraordinary proportions. On May 20 of the 
present year the number of persons receiving 
outdoor relief was 1,411,000, aside from another 
quarter of a million paupers receiving indoor 
relief, for other reasons than being lunatics or 
casuals! 

Unemployment insurance in Great Britain has 
not brought industrial peace; has not been the 
means of improving the relations of labor and 
industry; while at the same time it has enor- 
mously accentuated the demand for liberal poor 
relief; it has mot improved the condition under 
which work has become available to those will- 
ing to render their proper share of economic 
service, while regardless of every effort, Brit- 
ish industry has not recovered its former pre- 
eminent position both at home and abroad. 

It is my profound conviction, based upon 
many years of impartial study, that in bitter 
truth, compulsory unemployment insurance and 
compulsory health insurance, combined with 
non-contributory old age pensions, have brought 
about a condition of pauperism in its most in- 
sidious form, which is without a parallel in 
industrial and economic history. Social insur- 
ance after the German method was the political 
device of Lloyd George to enormously increase 
the vanishing powers of the State over the wage- 
earning element of the electorate. It was and 
is a direct bribe to those who have little, to gain 
some unearned advantage from those who have 
much. It was and is a means whereby the 
electorate is corrupted and the government 
transferred from its proper function into a huge 
relief administrating agency. 

The economic condition of Great Britain can- 
not possibly improve as long as the most un- 
economic methods are given furtherance to 
encourage those who will not work to rely for 
their support, meager though it be, upon the 
State. But this element at its worst represents 
but a small minority of the large body of wage- 
earners, who are perfectly willing to render 
their proper share of economic service and 
whose economic condition is seriously impaired 
by the shiftless and thriftless, who constitute 
the dependent and delinquent element, always 
ready to feed the rising tide of social dis- 
content. 

America would be fatuous to yield to the 
sinister plea of those who are under the in- 
fluence of foreign ideas to give heed to the sug- 
gestion that the establishment of compulsory 
unemployment or health insurance is likely to 
serve the higher interests of the wage-earners, 
the employers and the State. Quite conversely 
the adoption of such a system is bound in course 
of time to react unfavorably upon a country 
which prides itself on maintaining the highest 
standard of labor and life in strenuous com- 
petition with the pauperized labor of European 
countries, 
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III. UNemMployMEN7—Poor Retigp 


A careful reading of the available informa. 
tion derived from British sources, including 
Parliamentary discussions, fails to show that 
the questions have been dealt with in a manner 
likely to present clearly the true effects of Na. 
tional Unemployment Insurance and other forms 
of social assistance on the cost of production 
Nor has it ever been made clear why several 
large elements of the wage-earning population 
but particularly agricultural, domestic and 
casual workers, should be, either in their ee 
tirety or largely, left unprovided for, through 
clearly including many persons most in need 
of some form of systematic unemployment pro- 
vision, 

The desperate economic situation of the coun. 
try even at the present time is visualized in the 
statement of Sir J. J. Rees, according to which 
four hundred million pounds per annum is now 
spent by Great Britain in some form or other 
of public assistance, while no fewer than thirty 
million people, exclusive of the unemployed, 
out of a population of forty-eight millions are 
now more or less in receipt of State grants! 
At the same time an attempt is being made to 
induce the Government to increase the expenti- 
tures on account of old age pensions by fifteen 
million pounds. Since the total tax revenue js 
placed at about eight hundred and fifty-seven 
million pounds, the burden of four hundred mil- 
lion pounds for public assistance is, in bitter 
truth, an appalling one. 


IV. Proposep REFORMS 


As a solution, it has been proposed to radi- 
cally alter the scheme and base it entirely upon 
industrial representation and segregation; or, 
in other words, have each industry assume its 
own and proper share of unemployment pro- 
vision. From an insurance point of view this 
would obviously be the proper method of equit- 
able risk assessment, since there are wide 
divergencies in the normal rate of unemploy- 
ment, not only in different industries, but in 
the more important branches or sections 
thereof. 

Thus, for illustration, according to the latest 
returns, the percentage of unemployed persons 
in Great Britain, which on the average was 135 
per cent for all industries, was as high as 39.3 
per cent in ship building and as low as 3.2 pet 
cent in professional services, yet both pay pre- 
cisely the same contributions and are subjec 
to the same rate of subsidy on the part of the 
State. While the contributions are slightly les 
for women, the rate of unemployment among 
this element is generally much less than among 
men. In the ship building trade, for illustra 
tion, 39.8 per cent of the men were unemployed 
against 12 per cent of the women. In brief, i 
is quite evident that the true nature of the risk 
involved is entirely a matter of pure assumptiot, 
and that the risk factor bears no equitable rele 
tion to the uniform rate of contributions charged 
for all employments. 

In practice there has been much opposition 
on the part of certain industries, which but for 
burdensome provisions would have been glad 
to have contracted out of the act and organize! 
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their own unemployment sections. Unemploy- 
ment insurance with particular reference to 
individual firms and industries has been made 
the subject of a very suggestive report of the 
National Federation of Employees Approved 
Societies, of which Henry Lesser is the presi- 
dent. The plan proposed by Mr. Lesser has 
much to commend it, except it is built upon 
the present foundation and the rules and prac- 
tices, which are more or less incompatible with 
an economical relief administration, but its 
adoption would unquestionably be in the right 
direction and possibly pave the way for far- 
reaching and urgently required reformations. 

This plan provides for the co-operation of 
local chambers of commerce, which would, in 
a measure, perform the functions of employ- 
ment exchanges. The Association of British 
Chambers of Commerce has approved of the 
proposal, under date of January 12, 1921, but 
nothing material has as yet matured. 

Opposed to the proposal of the National Fed- 
eration of Employees Approved Societies is the 
demand of the Labor Party for “Industrial 
Maintenance,” which, in brief, may be defined 
as the right to full wages during periods of 
involuntary unemployment. The foremost ad- 
vocate of this plan is G. G. H. Cole of the Labor 
Research Department, who is also the author 
of what is generally known as the “Building 
Guilds.” Mr. Cole is a radical Socialist and 
opposed to private capital and private industry, 
in fact more or less to the whole existing in- 
dustrial order. His plea may be summarized in 
the statement that “The worker should get his 
pay, week in and week out, whether or not the 
capitalist makes continuous use of his labor.” 


INDUSTRIAL DEPRESSION RESERVE 


After giving the matter extended considera- 
tion and viewing it in its broadest possible as- 
pects, I would strongly suggest as a substitute 
the use of the term “Industrial Depression Re- 
serve,” for the funds accumulated as security 
for continued wage payments, wholly or in part, 
are a prevention against industrial depressions 
and, therefore, clearly in the nature of a re- 
serve and not an insurance fund. The distinc- 
tion may be rather subtle, but it is of the utmost 
importance if profound confusions in terminol- 
ogy are to be avoided. It has become the habit 
to misuse insurance terms for social reform 
purposes if for no other reason than that ad- 
vantage is being taken of the enormous popu- 
larity of the insurance idea among every element 
of the population. 

An industrial depression reserve as thus con- 
ceived is in the true nature of a surplus ac- 
cumulation during times of prosperity to meet 
the wage-earners’ needs in times of depression 
or adversity. It is quite secondary to the pur- 
pose as to whether employers contribute towards 
this fund, but there is the strongest possible ob- 
jections to any form of State subsidy what- 
ever. A wage-earner as an independent eco- 
nomic unit is not of right entitled to State sup- 
Port during unemployment out of taxpayers’ 
money except as a pauper. 

My own conception of an industrial depres- 
sion reserve goes, of course, much further. It 
aims at the building up of a sufficient reserve 
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Radio Dangers 

The Empire Gas and Electric Company of 
Geneva and Auburn, New York, have found it 
necessary to warn their public concerning the 
danger of accidents from radio antenna con- 
tact with the company’s electric wires. 

Many people have not realized the danger of 
this sort of thing, or the fact that fire insur- 
ance risks are increased by careless handling 
and improper connections. 

The Empire Gas and Electric Company are 
using the following advertisement in the more 
important newspapers within its territory: 


WARNING! 
Radio Operators! 





Accidents, often fatal, 
have resulted from Radio 
Antenna contact with 


electric wires— 
Do Not Use Company 
Light Poles for Aerials— 
Keep Aerials Safe 
Distance from Electric 
Wires. 

We ask the Radio Op- 


erators of Auburn and 
vicinity to co-operate 
with us in this movement 
of public safety. 


EMPIRE GAS & ELECTRIC CO. 

















fund during times of prosperity to meet the 
needs of the unemployed during prolonged 
periods of adversity. Furthermore, I believe 
that such a fund should be built up out of joint 
contributions of employers and employees, who 
should be jointly represented on the board of 
management, and in case of necessity bring 
into their councils outsiders in a position to deal 
impartially with matters in controversy. It 
might even be arranged to provide State repre- 
sentation, possibly of an industrial commis- 
sioner, who might be made ex-officio a member 
of the board of directors of any and every fund 
organized upon such a plan. 

The true solution of the unemployment ques- 
tion lies in the largest amount of liberty or 
freedom for industry to grow and develop un- 
der conditions most favorable to the employer, 
the employee and the State. The best form of 
unemployment insurance is such legislation as 
encourages the largest measure of industrial 
development and continuity of employment un- 
der conditions favorable to the attainment of 
the highest possible standards of labor and life. 

I believe that the conception of an industrial 
depression reserve as here advanced will mate- 
rially aid in giving furtherance to the solution 
of this aim, which is shared in common, not only 
by the workers and the industries, but also by 
the public at large. 
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This is a very wise precaution and the com- 
pany is ready to talk with radio users or to 
confer with them as to safety first methods. 

The fire insurance companies would do well 
to issue similar precautions concerning in- 
creased fire risks, and it would be entirely with- 
in the province of local fire departments to 
emphasize fire prevention in this connection 
also. 

Radio sets are being offered from $5.00 up, 
and the craze for “listening in” to concerts, 
educational lectures, health talks, and other in- 
teresting programs and messages from out of 
the air is almost too great to be resisted. Many 
people able to invest from $75.00 to $200.00 
and $500.00, will put in more powerful sets. 

It seems certain that radiophony will spread 
with the speed of the automobile popularity. 
Those who profess to know claim that six 
months ago there were only 50,000 receiving 
stations in the country, and that to-day there 
are at least a million such stations. These are 
being multiplied so fast that we are told that 
before the dawn of 1923 there will easily be 
several million radio outfits in active use. 

This is true because it is a type of recrea- 
tion which appeals to old and young and to 
both sexes. It challenges the imagination to 
think of hearing voices one thousand miles 
away. 

But many people will fail to realize the pre- 
cautions which should be taken and the effect 
on their insurance policy of increasing fire 
risks. It is not enough for a few in an official 
capacity to understand this sort of thing. 
Safety first will be conserved best by following 
the example of the Empire Gas and Electric 
Company, and issuing public warnings con- 
cerning fire dangers as well as physical ones. 

There is even a question in the minds of 
some legal individuals as to what the stand of 
the courts would be concerning fire losses pro- 
vided policies made no mention of radio out- 
fits, and no warning had been issued concern- 
ing them as a possible menace. 

The right thing is to have a clear under- 
standing on both sides, and then fire insurance 
company and policyholder to live up to their 
respective obligations. 


Richmond, Ind., to Probe Fire Rates 


RicuMonp, Inp., August 14.—Lawrence A. 
Handley, mayor of Richmond, has named a 
committee of business men to co-operate with 
the board of works in an investigation of fire 
insurance rates. The committee is comprised 
of Thomas Nicholson, Robert E. Huen, How- 
ard A. Dill, Fred J. Bartel, A. J. Harwood, 
Jesse Bailey, Atwood Jenkins and W. D. Scobel. 
The last three men are representatives of fire 
insurance companies. 

It is the position of the city authorities that 
the fire insurance rates as they apply to Rich- 
mond are higher than they should be in view of 
the fire-fighting equipment maintained by the 
city and in view of the record of losses during 
the last ten years. 


—The Eastern Union and the Western Union wilk 


hold a joint meeting in New York September 7. 








Competition Is 
p I 
Competition is said to be the life of trade. 
Undoubtedly it adds much to the excitement 
of life, and the casualty underwriter usually 
gets enough of that element to prevent him 
from concluding that his work is too tame. 

But while this is true, competition may easily 
be too much of a good thing. In the first place, 
it means a scrap with the other fellow, using 
up more time to overcome his arguments than 
would have been needed for your own, and 
knowing in advance that the percentages favor 
nothing better than an even break. 

Hence the methods of the solicitor who quits 
when the prospect tells him that he is insured 
in the Blank Company, and gives him the expira- 
tion date, are exactly calculated to keep the 
agent constantly mixed up in a hot competitive 
fight that is going to reduce the value of his 
time and the volume of his production. 

Of course, casualty insurande being what it 
is, every agent appreciates the fact that he is 
likely to have competition when it comes to a 
renewal, and prepares for it accordingly. But 
the danger of losing the business has been re- 
duced in many cases by the additional indemnity 
extended by the company after the first year, 
so that the agent who has the business is on 
better than even terms with the solicitor who 
tries to get it away. That’s another argument 
against working along competitive lines too 
much. 

The question that naturally suggests itself 
when one says, “Steer clear of competition as 
much as you can,” is, “How are you going to 
do it? All the best prospects are insured!” 

The simplest answer in the world, as well as 
the most effective, is that practically nobody is 
sufficiently insured, and that the field for ad- 
‘ditional insurance is so great that it’s very un- 
profitable to spend too much time fighting for 
the business that is already “in the market,” as 
it were. 

It’s very much as if a couple of dogs were 
to have a tremendous fight over the possession 
of a bone when a succulent chop lay within a 
few jumps of them. 

For example, when a solicitor walks into 
the office of a prospect, with whom he has a 
personal acquaintance, and asks him what about 
a health and accident policy, he usually finds 
that his friend is “covered.” The routine way 
of closing the interview is to say, ‘““When does 
the policy expire?” and arrange for a solicita- 
tion—and a fight—at about the expiration date, 
with the odds all in favor of the man who 
already has the business on his books. 

Probably the most popular policy is one 
carrying a premium of $25 or $30 a year. Yet 
a combination health and accident policy of this 
kind furnishes only partial indemnity, in most 
cases, and the man of any considerable earning 
capacity must acknowledge, when the proposi- 
tion is put up to him, that he is not fully cov- 
ered. Or, if he has invested his money in a 
straight health or a straight accident policy, 
carrying about the same premium, there is ob- 
viously an opening to solicit the other, which 
is’ just as badly needed as the one already in 
force. 
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Many accident policies are placed, unfortu- 
nately, on a friendship basis. That is, the as- 
sured gives the agent the contract largely be- 
cause he wants to do him a favor. He doesn’t 
realize that he is getting value received, and 
that if there is any favor involved, it is likely 
to be received by him, in case he meets with 
an accident or is laid up by sickness. Of 
course, the agent appreciates being given the 
business in preference to his competitors, and 
shows it; and the assured is thus put in the 
comfortable position of a benefactor, the bene- 
fits to himself being taken for granted or so 
underemphasized that they are not realized by 
the man who has purchased the insurance. 

This is the real reason for under-protection. 
It is also the best possible excuse for working 
for additional business from 
already insured, instead of acting on the as- 
sumption that the maximum amount of pro- 
tection has been bought, and that the agent 
must necessarily compete for that particular 
piece of business. 


those who are 
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\ successful agent walked into the office of 
a prospect the other day and put his Proposi- 
tion up to him.’ The latter declared that he 
was disgruntled with health and accident in- 
surance. 

“[ sprained my wrist a short time ago, and 
a week,” he said, “and the 
blooming company that I am in allowed me the 
munificent sum of $9.25. The insurance simply 
isn’t worth while, that’s all, and I think [’| drop 
it entirely at the expiration of the policy. 
Nothing doing on casualty insurance for me!” 

“That luck,” 


agent. much of 


was disabled for 


was, tough sympathized the 


“How a policy are you 
carrying ?” 

The fact came out that the policy was a %: 
combination, which provided only $12.50 rm 
full indemnity for either sickness or accident, 
and that the payment of $9.25, instead of being 
small, was really liberal, the adjuster evidently 
having figured total disability for part of the 
time. Yet the assured, because he had “accj- 
dent insurance,” and failed to make a “killing” 
when the unexpected happened, was sore at the 
company, when he had only himself to blame, 
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The solicitor who was on the ground ex- 
plained this, not in so many words, of course, 
hut as diplomatically as the circumstances would 
permit, and the assured finally admitted that 
he supposed he really was not fully covered. 
The agent lost no time in following up the op- 
portunity, and finally wrote a policy carrying 
an annual premium of $75. There are hosts of 
assured just like this man, who thinks he is 
covered, but who, taking his earning capacity 
and consequent loss into account, is not even 
half-way protected. He buys enough fire in- 
surance to be fully protected in the event of 
loss, but in the case of his own time—which in 
most instances is his principal capital—he is 
hound to stand most of the loss himself, if 
he is put out of commission for a time. 

4 good illustration was recently used by a 
casualty man to enforce the idea of having 
complete protection, instead of only being par- 
tially covered. 

He happened to see the automobile of a friend 
standing at the curb. It was equipped with non- 
skid tires. It happened to be a rainy morning, 
however, and the owner had taken the precau- 
tion to put on chains as well. 

A few minutes later the agent was in the 
ofice of this automobilist, trying to sell him 
additional insurance over his protest that he 
already had a policy. 

“Listen,” said the solicitor. “I just happened 
to notice your car as I came into the building. 
“Why are you using chains to-day?” 

“It looks like good skidding weather, that’s 
why,” was the prompt retort. 

“But you have non-skid 
the agent. 

“They help some, but they are not absolute 
protection,’ said the motorist, wisely. 

“Well,” returned the agent quickly, “I am 
glad to see that you have more wisdom about 
running your car than in buying insurance. 
You know what partial protection is when it 
comes to the skidding proposition, but you fail 
to realize the necessity of providing fully and 
completely for that rainy day when you will 
be on the shelf. Do you get the idea?” 

The prospect admitted that he did, and be- 
fore the agent left, he had a check covering 
the premium for an additional policy. 


tires,’ suggested 


N. F. P. A. COMMITTEES 


President E. R. Hardy Announces 
Personnel 

A meeting of the executive committee of the 
New York Chapter of the National Protection 
Association was held last week under the pres- 
idency of FE. R. Hardy and the following com- 
mittees were announced : 

Executive —E. R. Hardy, New York Fire Insurance 
Exchange, president of the chapter; Albert ‘W. Pell, 
Lamont, Corliss & Co., vice-president of the chap- 
ter; P. E. New York Fire Insurance Ex- 
change, secretary-treasurer of the chapter; W. E. 
Liptrott, Safety Fire Extinguisher Company; George 
E. Strehan, consulting engineer; Edward W. Dart, 
Crum & Forster; Rudolph P. Miller, former city super- 
intendent of buildings; John L. Husman, American 
District Telegraph Company; George W. Will, insur- 
ance broker. 

Membership.—John L. Husman, chairman; Gilbert 
E. Stecher, special agent; E. D. H. Hobbie, Mississippi 
Wire Glass Company; Charles H. Fisker, L. N. James 


srown, 
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& Co.; Edward T. Jenkins, Long Island Storage Ware- 
house Company. 

Resolutions and By-laws.—George FE. Strehan, chair- 
man; James D. White, Crum & Forster; F. J. T. 
Stewart, New York Board of Fire Underwriters; Harry 
Harris, Thomas & Co.; George W. Will. 

Law and Miller, chairman; R. 
S. Doull, Consolidated Gas Company; Albert W. Pell; 
William O. Ludlow, architect; Ira H. Woolson, Na- 
tional Board; John H. Duby, engineer; Howard Chap- 


Legislation.—R. P. 


man, architect. 
Publicity—Edward W. 
Brown, George B. Muldaur, Underwriters Laboratories: 
Ira G. Hoagland, National Automatic Sprinkler Asso- 
ciation; A. O. Boniface, Foamite-Firefoam Company. 
Special Committee on Fire Prevention Week.—W. E. 
Liprott, chairman; Ira G. Hoagland; Herbert C. Davis, 
Newman, Clark & Co.; Laurence Vail Coleman, Safety 


Dart, chairman; P. E. 


Institute of America: Elliott Middleton, Inspection 
Bureau of the Middle and Southern States; Dana 
Pierce, Underwriters Laboratories; Miss Lloyd 


Marshall; John Kenlon, chief of the New York Fire 
Department. 
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CONSTRUCTION OF A 





CINCINNATE: 


SUBWAY AT 
ExpLostveE Was Usep 
Pell, 


the members of the executive committee. 





Plan and Scope.—Albert W. chairman, and 


Want Surcharge Removed 

The committee of the fire commission of the 
city of Fresno, Cal., has just completed an 
exhaustive investigation of fire prevention and 
insurance rate conditions in that city and have 
come to the conclusion that the rates of the 
This 
conclusion is based on the loss ratio of the en- 
tire State rather than that of Fresno, which has 
been decidedly unfavorable. 

The city of Fresno has according to the re- 
port spent a great deal of money in moderniz- 
ing its fire department and water systems and 
at the present time is expending nearly one- 
third of its hudget in the upkeep of the fire 


companies are exorbitant and unfair. 


department. 








Finds No Room 


In this article, Commissioner Donaldson of 
Pennsylvania hits at the undesirable part-time 
agent. The first part of this analysis was pub- 
lished in Tue Spectator of August 10. 


The “part-timer” is human. If he has held a 
license he naturally thinks he was and is entitled to 
such, and as every person is touchy and objects 
naturally if taken to task or treated as if he were an 
intentional offender, getting rid of him is an issue to 
be handled in a manly, fair and courteous way. It is 
far preferable to have a home office suggest to him 
that it does not care to renew his license April 1, 
1923, than to have any “bludgeon” swung over his 
head through crude tactics used by advisory boards, 
as a whole, or by the individual board member. The 
“part-timer” can be gotten rid of, as a rule by having 
the “full-timer’ show him in a constructive way that 
he is better out of the business than in it and possibly 
by offering him a fair cash settlement for the expected 
In the disposition of these renewals, the 

Renewals are a 
It would be most 


renewals. 
department is not at all concerned. 
local question, to be settled locally. 
unfortunate for investigation to be undertaken by the 
boards in such a clumsy way as to have the “part- 
timer” get the viewpoint and tell his friends that “the 
insurance trust” is after him, to prevent him making 
a living. There is no insurance trust and never will 
be; but some of the public like to believe there is! 

“Full-timers” have often brought to attention of this 
department that “part-timers” have shown such alarm- 
ing ignorance of underwriting that the ‘‘full-timer” 
necessarily assumes the details of inspecting and cover- 
ing every risk for a minimum part of the commissions. 
On this issue alone, the “‘full-timer’’ has a right to 
suggest, with or without board knowledge, that the 
“part-timer” should retire. A calm argument with 
reasons disclosing to the “part-timer” the intricacies 
of the insurance business, and the constant changes 
and the protection that must be accorded the public, 
is apt to prevail with any person of ordinary intelli- 
gence; and a fair cash offer, which is the best “balm” 
in the world to soothe the ruffled feelings, would re- 
sult in the “part-timer” agent surrendering his license 
or refusing a renewal April 1, 19238. Surrender of 
license to the department would apply to a broker 
(brokers’ licenses are dated for a calendar year from 
day of issue) because the broker is not licensed by a 
company. 

No home office should be made to suffer a total and 
abrupt loss of business through any “part-timer.” 
Advisory board members must keep in mind at all 
times that the home office is to be considered. And 
the special agent, who mayhap “planted” the particu- 
lar “part-timer,” should not be made to feel that he is 


an outlaw. 


It is necessary, when searching out the “part-timer” 
mainly insuring his own property, who is by subter- 
fuge undermining the very bedrock of anti-discrimina- 
tion, for a list to be had of the “‘part-timer’s’”’ com- 
plete writings. Advisory boards cannot demand such 
lists—the department can and does. The department 
will always demand such a list if the boards will give 
sufficient facts to show that the indifferent ‘‘part- 
timer” is actually owner, in part or whole, of three 
or four risks covered by him. It is quite unlikely that 
any agent through whom he clears (unless he writes 
direct) is ignorant of what is going on. He may 
have consoled himself with the excuse ‘Well, every- 
Everybody else isn’t! And 


body else is doing it!” 
If the abuse can 


“everybody else’? doesn’t want to! 
be shown this department will cancel ‘‘everybody else’s”’ 
license. 

ReBaTInG Harp TO PROVE 

Rebating seems to rank as the major of all mis- 
demeanors chargeable against agents and brokers; and 
too often “rebating”’ is alleged without facts against 
indifferent “part-timers.” Rebating requires at least 
two to the contract; the insured and the agent or 
broker. 

Insuring one’s own possessions, under guise of a 
license, is actually “discrimination.” In other words, 
a premium paid by “part-timer” Smith less than citi- 
zen Jones pays for coverage on his property subject 
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to the same classification hazards and so forth. That 
is to say, the lesser rate is the difference in commis- 
sion. Rebating is mentioned here in connection with 
“part-timers” to emphasize that in the history of in- 
surance departments rebating is the most unsatisfactory 
of all charges to investigate and the most difficult to 
prove. Therefore, investigations by boards of “‘part- 
timers” should ignore (unless actual proof is in hand 
at the start) the issue of rebating. The real in- 
vestigation should be to disclose whether or not the 
“part-timer” is competent or incompetent to serve the 
public and willing or unwilling to learn how to serve 
the public. Such inquiry is entirely legitimate and 
as a matter of fact incumbent upon home offices, 
agents and brokers, and the department. It is most 
practicable for ‘full-time’? agents and brokers to take 
the initiative, acquaint their boards with the facts and 
the board thereafter acquaint both home office and 
department with the facts. 

As to the method of procedure the department would 
suggest that the board members—the particular sections 
thereof—should begin, through their knowledge of 
local conditions, to ascertain the names and addresses 
of indifferent “part-timers” in their board territory, 
communicate with the department to learn the names 
of endorsers, the company licenses held (if an agent) 
and when (if a broker) the broker’s license was issued, 
and the answers given to queries in the questionnaires. 
Boards should proceed thereafter to gain facts from 
the local agent, or any agent through whom the busi- 
ness is being written, and, properly, ask him or them 
to give aid, meanwhile suggesting that the same busi- 
ness can come through legitimate channels with no 
loss to any clearing agent as results of getting the 
“part-timer” out of the business, if he is obviously not 
entitled to a license. The desired result could be 
achieved without formal action of the board if in- 
vestigations are quietly conducted by one or two 
board members, and the home office representative or 
local agent or broker taken into confidence and deci- 
sion arrived at to relegate the “part-timer” and yet 
without causing him irritation because he was being 
“investigated.” The board should keep a record of 
all activities and results, though not so as to em- 
barrass any inoffensive ‘“‘part-timer’” or other per- 
son. The board should lose no time giving due pub- 
licity when a real offender is a menace to the public. 

Should local objection be met, the board should use 
all efforts to collate the facts, review the whole mat- 
ter with the home office, stating non-acquiescence of 
local or general agent or special agent, and ask the 
home office or offices to directly confirm the facts 


presezted. 


Deap Beats SHoutp BE ELIMINATED 

There is but a bare chance that the home office will 
refuse to investigate or fail to sustain any complaint 
by the boards for the very sound reason that ‘‘full- 
timers”? of the proper mental make-up, representing a 
legitimate organization, invariably are the leading in- 
surance factors in every community; and home offices 
want only to deal with the best. If they at times get 
“the worst” they are victims of misinformation from 
local sources. At this juncture, it may be well to 
state that by community action the indifferent “‘part- 
timer” or alleged “‘full-timer’? who is now able to 
evade paying balances to Company A., and then swing 
to Company B., and then to Company C., and so 
forth, will be unable to work the endless chain which 
is too often in evidence and to the discomfiture of 
many companies and scores of agents, brokers and in- 
sured “dead beat” lists are not cheerful reference to 
have at hand, but the wrangles that one predatory 
or irresponsible agent or broker can cause various 
companies and individuals is a bit more widespread 
than the ordinary “‘dead beat” or ‘‘debt dodger’ can 
spread in any other line of business. An insurance 
“dead beat’? list is much needed, primarily to pre- 
vent the public from being preyed upon and incon- 
venienced. Buying insurance is vastly different from 
buying tangible commodities, and the buyer, the in- 
sured, usually becomes thoroughly rattled and dis- 
trustful when agent or home office entangles him in 
an investigation to show what he paid and when he 
paid a “dead beat’? agent or broker. Insurance isn’t 
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popular with the. American public, because it is not 
interesting. It is not interesting because it is too 
technical, intensive and changing. The less contact 
—_ the agin the better, so far as premiums and 
bad debt” brokers or agents are concerned, Aq. 
visory boards should get rid of the cause! 

Should the home office ignore a legitimate complaint, 
then the board or boards should communicate direct 
with the department and register protest against re. 
newal of or possession of license by the indifferent 
“part-timer.”’ If the board’s findings are honest, accy. 
rate and encompassing, the department (reserving the 
right to investigate of its own accord) will Not hesj. 
tate to agree with the board’s findings and take Proper 
action. And if the home office seems at fault, the de. 
partment will place before that office the appealed 
issue and endeavor to make that home office. see mat- 
ters in the proper light and thereafter scan Tigor- 
ously every applicant for license, from the particular 
company, and to insist upon thorough presentation of 
facts before any license is renewed or issued for that 
company, meanwhile hoping that the home office will 
finally appreciate the advantages of care and discre. 
tion in naming agents—which is after all of primary 
benefit to any home office. It may be interesting to 
refer to an executive of one office—a fire company— 
who recently wrote over a rubber stamp signature; 
“Herewith find application for license for John Jones, 
He has a fine reputation. He knows nothing at all 
about the insurance business, but we will attend to 
the policy writing.” Within a very few days after 
this astonishing lettér was received, the department 
forwarded to the same person a letter—as result of a 
complaint—asking why a certain policyholder had not 
been paid his full unearned premium. The answer 
was that the company (failing, no doubt, to collect 
from a combative broker), “always charged the in- 
sured with the unearned commission.”’ Fortunately, 
sand-dabs of this extreme sort are few and far be- 
tween in the insurance business. As evidence of his 
achievements it may be stated that he is an ingrow- 
ing pensioner of a sold-out company. Accidents will 
happen in any business! 


Sorticitors WuHo Drac 1n Business 


Home offices are prone to cater to direct business 
by licensing “‘part-timers’’ who are attorneys or realty 
men and who control the “cream” of the business 
(fire coverage on dwellings and improved risks) as 
result of their connections with building and loan 
societies and their real estate activities. The word 
“solicitor,” though not recognized under the licensure 
laws, is a company term meaning that the individual 
merely ‘‘drags in’? business and is not permitted to 
sign policies. It never occurs to the home offices, or 
in fact, to many agents, that the ordinary solicitor 
should be possessed of a real underwriting knowl- 
edge; and they obviously do not realize the large 
amount of business which is overlooked by mere 
solicitors.” Unless each risk written by a solicitor 
is followed-up—which is the exception—it is only 
when a claim arises that the solicitor’s stupidity is 
discovered. He has all the faults of the average 
“part-timer.” The word “solicitor” is a blanket term 
which covers a multitude of listless ‘part-timers.” 
Home offices are entitled to get business, but advisory 
boards might well show home offices how to conserve 
the same business without the presence of “part-timers.” 

Advisory boards are not destined to hunt trouble. 
Their ultimate is to be constructive. There are many 
annoying little angles in the insurance buisness which 
are not worthy of being called ‘‘abuses’? and amount 
to nothing in the day’s work. Such should be ignored. 
Mosquitoes, though plentiful at times, have never been 
able to ruin an entire summer. 


INDIFFERENT PART-TIMERS SHOULD RETIRE 

The “full-timer” who may not at once accord with 
the board’s desires to relegate the “part-timer” for fear 
it will temporarily cost him some commissions, cannot 
for all time stand apart from his daily associates. The 
normal individual wants peace of mind and esteem of 
his neighbors; and the “wildest” of all agents or 
brokers eventually see the handwriting on the wall, 
because of their inherent understanding that they are 
in a business of such “touchy” nature that the great- 
est frankness and integrity is all salient. Most mis- 
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Old Clients as Business Builders 


Are you proud of the people who have pur- 
chased policies from you, Mr. Agent? 


Of course you are. 
Then why not tell the world of this pride in 


an advertisement reading about like this: 


We're proud of our policyholders. 
Here are some of the recent additions to our 


focal lists of policyholders in various lines of 


protection : : 
Acme Manufacturing Company—Five trucks, 


fre, theft, liability, property damage and colli- 
sion. . 
A. B. C. Corporation—Sprinkler insurance. 

I. J. Willis Manufacturing Company—Boiler 
explosion, fire and theft. _ 

Midland Chautauqua—Rain insurance. 

Dr. R. R. Smith—Two automobiles, fire, theft 
and liability insurance. 


And so on. 
These live-wire concerns and individuals real- 


ie that with us they get perfect insurance satis- 
faction—strong companies, real service, right 
rates and prompt settlements in case of losses. 

We'd be proud to name you among our clients 
and experience would make you proud to carry 
our insurance. 

An advertisement of this sort would be local, 
personal and individual. It would ‘attract a lot 
of attention and create comment. It would 
please your clients by giving them free pub- 
licity. And for all these reasons such an ad. 
would be pretty certain to help you considerably 
in going after and in getting more business. 

As a general thing, the agents who handle 
automobile insurance seldom cash in as strongly 
as they might from an advertising and publicity 
viewpoint on the losses their companies have 
paid locally. 

Now it would be of immense interest to every 
autoist in the city if some automobile agent 
would run an advertisement some Sunday morn- 
ing on the automobile page of the local paper, 
reading about like this: 

It pays to have your auto insured with us. 

Here are some of the recent local automobile 

losses paid by our company to local people 
holding policies in our company : 
_ Peter J. Smyser, 414 West Berry street— 
Spare tire and carrier stolen at the circus. New 
tire and carrier purchased for him by our com- 
panv on the following day. 

Harold L. Gates, 1920 Smith street—Fifteen- 
months’-old Ford stolen. Our company paid 
him $300, the full amount of his policy, imme- 
diately when due. 

Mrs. K. L. Semon, 718 East Wayne street— 
Hupmobile car. Top damaged by fire when 





(Continued from page 28) 
understandings and wrangles come from bad temper; 
not from solid arguments. 

The insurance department of this State is doing all 
it can to bring to the attention of the home offices, 
the agents and brokers, and especially to the public, 
that insurance is not a business to be “tagged on’’ to 
any other business, whether it be banking, automobile, 
fnancing, shipping or what not. It is indissolubly 
linked with every activity in the world with all the 
special application of a physician’s prescription to a 
particular case and yet is absolutely distinct because 
of the requisite and continuous application of tech- 
nical knowledge, time, expense, study and energy. 

The indifferent “part-timer” has been tolerated, and 
nothing more, as result of stupidity and timidity of 
those who do not have to deal with him. An applica- 
tion of community courage and common sense politely 
administered will mean his retirement. 


spark from nearby burning barn started it blaz- 
ing. We had repairs made at once. 

These are only a few of the local losses paid 
by our company with perfect satisfaction to 
policyholders. Assure yourself of perfect auto- 
mobile insurance satisfaction by insuring your 
car with us now. 

Of course, only those people who would boost 
your company when folks inquired of them as 
to their experience with you should be listed in 
such an ad. And this kind of an ad. under such 
circumstances could not fail to make a deep 
and favorable impression on !ocal people, which 
would be reflected in increased business for you. 

Cash in on your losses in this way. You'll 
find that it will pay you to do so. 

“The more people I call on during the course 
of a week, the more policies I sell,” said a suc- 
cessful agent. “But the number of calls I can 
make are limited by time and my _ physical 
capacity. 

“However, though there is a limit to the 
number of calls I can successfully make in the 
course of a week, I can extend the number of 
people to whom I can appeal by sending out 
personal letters to people I don’t call on, in 
which case I present my proposition and enclose 
a stamped, self-addressed envelope for reply. 

“For a number of months I have made it a 
point to get up early enough each morning to 
write a personal letter to someone upon whom I 
haven’t called, in which I outline my proposi- 
tion. And before going to bed each night I 
make it a point to write another personal letter 
of the same character to someone else upon 
whom I haven’t called. This is twelve letters a 
week. In other words, I am really making 
twelve more calls a week than the outside limit 
set upon my calls by time and physical capacity. 

“Of course, these letters are not as effective 
in selling policies as the actual calls personally 
made on people. But I have sold some insur- 
ance through these letters and I have worked 
up a number of very live prospects in this way. 
In other words, I have actually increased my 
business beyond the point set by time and 
physical capacity. Which, of course, makes the 
writing of these letters very much worth while 
and which makes me keep at this self-appointed 
task day in and day out, although there’s many 
a day when I would prefer to side-track the 
epistles. 

“T believe it is true,” concluded this agent, 
“that the seller of life insurance can always find 
some way to increase his volume of business if 
he really wants to do so. The plan I’ve out- 
lined is the way I’ve increased my business, and, 
perhaps, it is a plan which could be used with 
equal success by other agents. If so, I am very 
glad indeed to pass this little plan on to these 
other agents.” 

“Tn selling life insurance,” said a successful 
Middle Western agent, “I always sell the women 
in the case first. 

“T have a definite reason for doing this. Con- 
sider what life insurance is. It is a guarantee 
to the woman of a family that she won’t have 
any financial trouble in the event of her hus- 
band's death and that she will have money with 
which to educate her children. That is what life 
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insurance really is in the average case of the 
family man who is buying a policy of ten or 
fifteen thousand dollrs. 

“Now, when a man buys life insurance it not 
only means that he himself must save money, 
but that his wife must save money, too, for 
many men make their wives help them pay for 
the premiums by savings out of household ex- 
penses. 

“Now, unless the woman is sold on the life 
insurance proposition, the man won’t buy any 
insurance—you can be sure of that. But if the 
woman is sold on the proposition and says she'll 
help save the money with which to pay the pre- 
miums, you may be sure that you’re going to 
place a policy. 

“So, as I say, in selling life insurance I nearly 
always go to the woman in the case first. I call 
on her at her home at a time of the day when 
I feel sure she’ll have time to talk to me. And 
I not alone get her to say she wishes her hus- 
band would take out insurance, but also get her 
to say she’ll help him pay the premiums. When 
I’ve done this much it is generally a cinch to sell 
the man. I’ve worked this plan with great suc- 
cess time and again, and I recommend it to all 
other insurance agents who are looking for new 
points of leverage which will help them make 
more sales.” 


Garrett Brown Passes Away 

Garrett Brown, well-known insurance jour- 
nalist, passed away at his home, 440 Riverside 
Drive, New York city, Sunday morning, after 
a lingering illness, which had confined him to 
the house for the past eighteen months. He 
was a native of Virginia, being born in 
Albemarle county, March 24, 1851. 

He is survived by his widow, Augusta Blains 
Brown, and four sons, Garrett, Jr., an artist, 
of Chicago, Ill.: Tarleton, editor of the West- 
ern Insurance Review, St. Louis; Thurmond, 
with the Equitable Life, New York city; Ogden, 
with the Webb Publishing Company, St. Paul, 
and a daughter, Mrs. Willis V. Elliott, Denver, 
Colo. The funeral will be held privately on 
Tuesday afternoon, at 3 o’clock, and the body 


. will be cremated and interred in the family plot 


in Denver, Colo. 

Garrett Brown was widely known in insur- 
ance circles as one of the veteran insurance 
journalists. He established the Vindicator, the 
first insurance journal south of the Mason 
and Dixon Line, at Atlanta, Ga., in 1883, later 
moving that publication to New Orleans, La. 
In 1897 he moved to Denver, Colo., and estab- 
lished Insurance Report. In 1903 he went to 
St. Louis and joined his son, Tarleton, in the 
publication of the Western Insurance Review. 
In 1907 he purchased the Insurance Leader, 
which journal he edited and managed until his 
death. While the Leader is published from St. 
Louis, Mr. Brown has made his home in New 
York city for the past nine years. 

A meeting of insurance journalists was held 
on Monday, at which resolutions in memory 
of the late Garrett Brown were adopted, ex- 
pressing the high esteem in which he was held. 


—The Bankers Reserve Life Company, Omaha, 


Neb., has been granted a license in Ohio. 








ON WAR PATH 


Superintendent Travis of Kansas 
Would Oust Large Companies 


CHARGES 17 WITH VIOLATIONS 


Sets September 20 as Date Hearing Will 
Take Place 

ToreKA, Kan., August 8—Frank L. Travis, 
Kansas Superintendent of Insurance, has issued 
a citation to seventeen of the largest fire insur- 
ance companies to appear September 20 to show 
cause why their certificates should not be can- 
celed in Kansas. The companies are charged 
with violating the anti-discrimination in the 
writing of the railroad business. These are the 
companies cited: Members of Railway Under- 
writers (Chicago), Great American, Springfield 
Fire. and‘; Marine, Hartford Fire, Insurance 
Company of North America, 4£tna Fire, Amer- 
ican Central, Members Railway Insurance As- 
sociation (New York), Home, Hartford Fire, 
Royal, Liverpool and London and Globe, Fire- 
mens Fund, Commercial Union, Globe and 
Rutgers, Western Assurance, Continental, Fi- 
delity-Phenix, American Eagle, 
Company of North America. 

There is a different schedule of rates apply- 
ing to railroad property than is applied to the 
general property. There is apparently no 
change in rates according to location and ad- 
joining properties and the same rate applies. 
The companies have not filed the schedules for 
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the railroad business. The railroad rate is 
much lower than the commercial rate. 

It is the contention of the department that 
the companies are discriminating in the rates 
charged against railroad property as compared 
with other property. The failure to file the 
railroad schedules is also charged against them. 

It is probable that the citations will be issued 
against other fire companies, because much of 
the railroad business is reinsured in companies 
which are not members of either of the under- 
writing agencies. 
companies which do not write railroad business. 


There are some of the fire 


First Bond and Mortgage Guarantee 
Company 

As previously mentioned in THE SPECTATOR, 
the Northwestern Bond and Mortgage Insur- 
ance Company, with home office at Milwau- 
kee, has filed articles of incorporation with 
the Department of Wisconsin, 
and has been licensed by the Securities Division 
of the Railroad Wisconsin, 
having supervision under the “Blue Sky Law,” 
authorizing the sale of its stock. The pro- 
posed company will start with an authorized 
capital of $350,000 and a surplus of not less 
than $150,000, which will be increased as busi- 
ness demands. This is stated to be the first 
company in America to insure the purchaser 


Insurance of 


Commission of 


of public utility, rail and industrial bonds, real 


estate mortgages and real estate mortgage 
bonds against the non-payment of interest or 
principal. 


The company will insure only the bonds of 
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individual owners which have Previously been 
investigated ,and -passed upon by its own ex. 
perienced investment examiners. This form of 
insurance will completely relieve every investor 
from care and anxiety regarding the safety of 
his investments. 

The organization board, consisting of the 
incorporators, is made up of prominent bys. 
ness and professional men. H. E. Padway, an 
experienced insurance man and recently cop. 
nected with the bond investment department 
of the First Wisconsin Company, has beep 
elected as director of organization, and will 
have charge of the organization work and rajs. 
ing of the capital. The trustees for organiza. 
tion are Bruce Whitney, chairman; Charles \. 
Schoen and rank C, Klode. H. A. Sawyer, 
United States attorney, is acting as general 
counsel and chairman of the board of organ. 
ization, and Frank B. Schutz, postmaster of 
Milwaukee, is the secretary. 

The company expects to comrfence business 
by January I. 


Must Make Capital Tax Return 

Satt LaKxe City, Urau, August I.—James 
H. Anderson, collector of internal revenue for 
this district, has ruled that insurance companies 
must make a capital stock tax return as well 
as other corporations. Mr. Anderson says all 
insurance companies are exempt from the cap- 
ital stock tax from July 1, 1922 to June 30, 
1923, but are not exempt from making a re- 
turn for that period. 











Assets: 


Assets: 


pany 
‘*Rossia’’, 


ington Insurance Company, 
William B. Ellison, Attorney, 
Charles Wells Gross, Attorney, 


Alfred F. James, President, 
Insurance Company, 


C. 





$9,544,023. 


$9,485,248. 


Stephen Baker, President, Bank of the Manhattan Com= 


~? 
George H. Burt, President, State Bank & Trust Company, 
A. Bylinine, General Manager, Compagnie d’Assurances 


B. N. Carvalho, Vice=President of this Company, 
Charles D. Dunlop, Vice=President, Providence Wash-= 


Northwestern National 


F. Sturhahn, President, 
B. N. Carvalho, Vice=President. 


ROSSIA INSURANCE COMPANY 


OF AMERICA 


Financial condition June 30, 1922. 
Surplus to policyholders: 





Financial condition December 31, 1921. 
Surplus to policyholders: 





BOARD OF DIRECTORS 


Samuel 
Company, 


M. Plotnikoff, Member of the Board, Compagnie d’As- 
surances ‘‘Rossia’’, 
H. A. Smith, President, National Fire Insurance Com=- 


pany, 


C. F. Sturhahn, President of this Company. 


MANAGEMENT 


B. Kamenka, Chairman of the Board, Compagnie d’As- 
surances ‘‘Rossia’’, 


John Marshall, Jr., 
Insurance Company, 


McRoberts, 


T. B. Boss, Secretary=Treasurer, 
G. E. Jones, Assistant=Secretary. 


$3,379,828. 


$3,199,170. 


Vice-President, Fireman’s Fund 


President, Metropolitan Trust 
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AROUND THE CAPITAL 


Many Unlicensed Life Solicitors in 
Washington, Charge 


SUPERINTENDENT MILLER TO 
INVESTIGATE 


Many Marine Companies Expected to Enter 
District of Columbia 

Wasuincton, D. C., August 15.—Charging 
that there are more than 1000 persons in the 
District of Columbia who are soliciting insur- 
ance without having taken out a license, Burt 
\. Miller, Superintendent of Insurance, in his 
annual report to the district commissioners has 
urged that more stringent legislation be enacted 
for controlling and licensing insurance agents. 

The new Superintendent of Insurance, who 
recently succeeded Dr. Lewis Griffith, makes a 
number of recommendations in his report, 
among them that Congress be asked to provide 
legislation authorizing the employment of an in- 
spector whose duty it would be to check up the 
mnauthorized solicitation of insurance; creating 
the position of actuary to the insurance depart- 
ment, and giving the Superintendent of Insur- 
ance more definite and positive control over 
surety companies and their agents in the Dis- 
trict of Columbia. Only a very few States, it 
is pointed out, are now without an actuary. 

The new marine insurance law, recently en- 
acted by Congress, is declared by Mr. Miller to 
be “one of the best, if not the best, passed any- 
where in the country,” and it is believed that 
a great many companies will take out charters 
and become domiciled in the District of Colum- 
hia as the benefits of the law become better un- 
derstood. 

The report snows that for the calendar year 
1921 the total insurance premiums paid in the 
district amounted to $15,157,234, while losses for 
the year were $4,808,658. Life premiums 
amounted to $10,937,082, against losses of $3,- 
396,525; fire and marine premiums were $2,- 
451,288, with losses of $920,243; and miscellane- 
ous premiums were $1,768,863, with losses of 
$581,880. The total premium receipts as com- 
pared with 1920 showed an increase of $934,137, 
while total losses paid showed an increase of 
$165,113. 

A total of $1,644,984 was paid for fire insur- 


ance premiums last year, while losses paid 
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amounted to $589,198, or 35 4/5 per cent, an 
increase of 13 per cent as compared with 1920. 

Receipts of the insurance department during 
the year totaled $209,526, of which $182,227 was 
for taxes and the remainder for license fees and 
miscellaneous receipts. During the year 1921 
346 companies were licensed to do business in 
the District of Columbia, an increase of twenty- 
eight over the preceding vear. Only twenty- 
four of these were local organizations. 

The amount of insurance written in the dis- 
trict during 1921, exclusive of casualty, was 
$2,265,448,489, the report shows. 

A death rate of 10.3 per thousand inhabitants 
is shown by the Census Bureau in its report for 
the week ended July 29, as compared with a 
rate of 11.3 for the corresponding week last 
year. 

Of the sixty-three cities, with a total popula- 
tion of 27,860,666 on July 1, reporting to the 
Census Bureau, the lowest rate was 4.8 per 
thousand, for Akron, Ohio, while the highest 
was 17.8 per thousand, for Nashville, Tenn. 

x # 2 


Industrial insurance companies reporting to 
the Census Bureau for the week ended July 20, 
showed 49,733,524 policies in force, and 7533 
death claims, or an annual rate of 7.9 death 
claims per thousand policies. During the corre- 
sponding week of 1921, with 47,262,257 poli- 
cies in force, there were 7261 death claims, or 
an annual rate of eight deaths per thousand 
policies. 

te es 

Building contracts awarded during the month 
of June were nearly double the total of con- 
tracts for the corresponding month last year, 
according to reports received at the Department 
of Commerce. Total contracts awarded dur- 
ing the month called for the erection of 60,- 
526,000 square feet of floor space, as compared 
with 59,639,000 square feet in May and 35,751,- 
ooo square feet in June of last year. 

Contracts awarded during June were ap- 
portioned as follows: Business 
10,289,000 feet ; 
4,305,000 square feet; residential buildings, $31,- 
519,000 square feet; educational buildings, 
8,132,000 square feet; hespitals and institutions, 
860,000 square feet; public buildings, 484,000 
square feet; social and recreational buildings, 
3,223,000 square feet, and religious and memo- 
rial buildings, 1,598,000 square feet. 


buildings, 


square industrial buildings, 


How a Fire Insurance Agent Gets More 
Business 
By Frank H. WILLIAMS 
“T make it a point,” said a successful Middle 
Western fire insurance agent, “to periodically 
call on every member of the local real estate 
exchange for the purpose of trying to get busi- 


ness. He continued: 


In our city nearly all of the realtors are 
builders. These men are, therefore, constantly 
buying insurance. And as only some of them 
handle insurance in their own offices, there is a 
splendid chance for the live-wire agent to get 
some business from them. 

By calling on all the members of the local 
real estate exchange from time to time I get on 
a friendly basis with them and I am constantly 
getting more business from them—constantly 
getting business from realtors who formerly 
never gave me any business. 

In particular I call on the young or new real 
estate men who are just starting in business 
and on every. call of this:sort I try to be of 
real help to them—I try to give them some of 
the pointers I have picked up in my contact 
with the real estate business and try to show 
them how they can make money in the game. 
This sort of a plan is a splendid introduction 
and leads to a lot of business. Of course, not 
all the new and young men who get into the 
real estate business stick to it or make a suc- 
cess of it; some of the calls I make are really 
a waste of time, but enough of the calls bring 
results to make it worth while for me to con- 
tinue making them. 

In my opinion it is the best sort of business 
for the fire insurance agent to get close to the 
real estate business in his town. 


Our Special Service Bureau 

Your favors of the 25th and 27th instant are 
at hand, and I think you for the great help you 
have been in getting me in touch with casualty 
companies. Through your good offices I have 
heard from the following companies, and shall 
probably close a contract with one of them.— 
George A. Romans. 


Conway, ArK., August 16.—Fred N. Whitley, 
vice-president of the National Surety Company of New 
York city, has accepted an invitaticn from the local 
Rotary Club to deliver his address, “Gambling on Hu- 
man Nature,” in Conway at an early date, it is reported: 
He is said to be on a speaking tour over the country at 
the present time. His lecture deals with the honesty 
of people, classified according to race, occupation and 
habits. 

—The List of Persons, Partnerships, Associations, 
Corporations, Licensed as Brokers in the State of New 
York from April 1 to July 1, 1922. has been issued 


and embraces over 25 pages of names. 
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Agents wanted in open territory. 





Apply today. 
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NATIONAL LIBERTY INSURANCE CO. 


Better Business Beckons You! 


It’s just around the corner. Be prepared to get your share. 63 
years of fair dealing. 53 millions in losses paid. Excellent 
service and facilities make National Liberty policies easy to sell. 





2 Fire Automobile fy 
Tornado Windstorm 
Rent and Rental Values J 





Explosion and Riot 





Use and Occupancy 








Sprinkler Leakage 








a) Cash Capital........ $1,000,000 
i Policyholders’ Surplus 3,785,733 
“4 Premium Reserve.... 6,553,104 
4 NSC ERY 60s oc tisias sca cieaior 11,923,145 


SSS 


OF AMERICA 


M. J. Averbeck, Chairman C. H. Coates, President 
Home Office, 709 Sixth Avenue, New York City 
Western Dept., 207 North Michigan Blvd., Chicago 
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1922 
SPECIAL AGENTS 


and 


ADJUSTERS’ HANDBOOK 


By GEO. VELTEN STEEB 
Revised Edition 


A Handy Reference and Guide Book for the Kit 
of the Fire Insurance Man 


Contains Helpful Information for the 
Special Agent in His Daily Work 


Presents Valuable Data for Adjusters 


Concerning Application of Policy 
Provisions Before and After a Fire; 
When a Company is Not Liable; 
Waiver; Depreciation; Suits; Fraud; 
Proofs of Loss; Loss Statements; 
Rules and Tables, etc. 


Also New Data as to Costs of Labor and Materials 
and Automobile Insurance 


In substantial binding, of convenient 
size for pocket or bag; 120 pages 


Price $2.00 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 








Federal Surety Company 


Home Office, Davenport, Iowa 


Began business July 1st, 1920 
Licensed by U. S. Government November 20th, 1920 


An Institution of Service 


Writing Fidelity and Surety Bonds, Accident and 
Health Insurance. Burglary, Larceny, Theft and 
Hold-up Insurance. General Liability and Ele. 
vator Insurance. Automobile Liability, Property 
Damage and Collision Insurance. 


Workmen’s Compensation 
We are well equipped to serve Agents of the Mis- 
sissippi Valley—Correspondence Solicited. 


W. L. TAYLOR 
Vice-President and General Manager 


OAKLEY H. BEYER 
Superintendent of Agents 

















1922 EDITION 


DISTRIBUTION BY STATES 


OF FIRE INSURANCE 
IN THE UNITED STATES 


Shows 1921 Net Premiums Received and Net Losses 
Incurred in 


EACH STATE and in CANADA 


in the following divisions 


Fire Insurance, Motor Vehicle Insurance, 
Tornado Insurance, Hail Insurance. 
Total Business (All Classes) 


The statistics relating to Fire Insurance and Total Business 
are subdivided according to classes of companies as follows: 
STOCK COMPANIES 
MUTUAL COMPANIES, 

LLOYDS and INTER=INSURERS 


Totals for 1921 and when possible for four previous years 
follow each division in each State’s record. 
There are also given two 


IMPORTANT RECAPITULATION TABLES, 
ONE COVERING BUSINESS OF 1921 


while the other summarizes the 


TRANSACTIONS OF 37 YEARS 


This valuable book of 330 pages is handsomely bound in leather, 
of a size to fit the pocket, and should find a place on the desk 
or in the grip of every managing underwriter and special agent. 


PRICE, $10. 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 











“OUR BONDS GUARANTEE INTEGRITY” 





ALL CLASSES OF 


SURETY 
BONDS 


CASUALTY 
INSURANCE 


HEAD OFFICE : NEW YORK 


























CHARLES H.HOLLAND 








PRESIDENT 
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BUILDING CONTINUES 





Contractors Active During Month of 
July 





WAY AHEAD OF 1921 





Activity Means Plenty of Business for 
Insurance Men 

There should be little talk of hard times and 
jitle business these days with the building boom 
which is in progress. July was the fourth con- 
secutive month of unprecedented building activ- 
iy, according to the F. W. Dodge Company. 
Contracts awarded during the month in the 
twenty-seven Northeastern States amounted to 
$50,081,000. This was a 2 per cent increase 
over June and a 65 per cent increase over July, 
ig2t. It is greater than any previous monthly 
total except the record figures of April and 
May of this year. The July increase was in 
central western territory, eastern districts hav- 
ing shown slight declines. 

The July figures brought the total for the 
frst seven months of this year up to $2,041,- 
(3,000, an unprecedented figure, 60 per cent 
oreater than that for the corresponding period 
of 1921. 

July showed a leveling tendency not only as 
hetween localities, but as between classes of 
construction. There was a decline in the volume 
of residential construction from June, which 
was more than equalized by increases in in- 
dustrial and public works construction. The 
fgure for industrial plants, $31,882,000, which 
was 9 per cent of the month’s total, was the 
largest for this class since November, 1920. 
Residential construction, however, still main- 
tains the lead, having amounted to $108,951,- 
000 in July, 31 per cent of the month’s total. 
Public works and utilities amounted to $79,- 
162000, or 23 per cent of the total; business 
buildings, $44,020,000, or 13 per cent of the 
total; educational buildings, $40,690,000, or 12 
per cent of the total. 

Contemplated new work reported during the 
month amounted to $=08,222,000, compared with 
§330,081,000 for contracts awarded. 


New ENGLAND 

July building contracts in New England 
amounted to $25,904.000. While this was a de- 
trease of 32 per cent from the preceding month, 
itwas an increase of 24 per cent over July, 1921. 

Construction started in New England during 
the first seven months of this year has amounted 
to $201,110,000, an increase of 97 per cent over 
the corresponding period of last year. 

Included in last month's total were the fol- 
lowing items: $13,109,000, or 51 per cent, for 
residential buildings ; $3,537,000, or I4 per cent 
lor business buildings; $2,535,000, or 10 per 
tent, for public works and utilities; and $2,- 
377.000, or 9 per cent, for educational buildings. 
Contemplated new work reported during the 
month amounted to $29,916,000. 


New York Stare ann NortHern New JERSEY 
Contracts awarded during July in New York 


§ r i 

sate and Northern New Jersey amounted to 
% 

76,486,000, a decrease of 4 per cent from June, 
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but an increase of 45 per cent over July, 1921. 
The July decrease was in New York city, the 
remainder of the district showing an increase. 

From January 1 to August I the amount 
of work started in this district was $556,996,- 
000, an increase of 86 per cent over the corre- 
sponding period of last year. 

Included in last month’s total were: $33,- 
389,000, or 44 per cent, for residential buildings ; 
$13,245,000, or I7 per cent, for public works 
and utilities; $12,017,000, or 16 per cent, for 
business buildings; and $9,891,000, or 13 ‘per 
cent, educational buildings. 

Contemplated new work reported in 
amounted to $150,709,000. 


July 


MippteE ATLANTIC STATES 
July building contracts in the Middle Atlantic 
States (Eastern Pennsylvania, Southern New 
Jersey, Delaware, Maryland, District of Co- 
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lumbia, Virginia and the Carolinas), amounted 
to $55,015,000. Although this was 2 per cent 
under the preceding month, it was more than 
double the figure for July, 1921. 

From January 1 to August 1 the amount of 
work started in this district was $310,762,000, 
an increase of more than 60 per cent over the 
corresponding period of last year. 

Included in last month’s total were: $15,- 
997,000, or 29 per cent, for public works and 
utilities; $15,216,000, or 28 per cent, for resi- 
dential buildings; $10,480,000, or 19 per cent, 
for business buildings; and $6,426,000, or 12 
per cent, for educational buildings. 

Contemplated new work reported during the 
month amounted to $91,404,000. 


PittsBurGH DISTRICT 
Contracts awarded during July in Western 
Pennsylvania, West Virginia, Ohio, Kentucky 
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BAER RIAA 


“It has been interesting to note the growth 


of the company from a small capitalization 


to the magnificent one of present days; and 


yet more interesting has been the great 


fidelity of the company to its patrons.” 


J. E. MARIETTA, Vinton, Iowa 


Fireman’s Fund Agent for 46 years 














‘Superior Service Satisfies’’ 


SUPERIOR 
FIRE INSURANCE 
CO. 


PITTSBURGH 
Incorporated 1871 


A. H. TRIMBLE, President 


EDWARD HEER, 
Vice-President and Secretary 


J.D. C. MILLER, Secretary 





Why not make room in your 
agency for a conservatively- 
managed, medium-sized 
American Company whose in- 
demnity, treatment of agents 
and assured, will bear in- 
spection for half a century? 


Capital.......... $ 700,000 


Surplus to Policy 
Holders....... 1,450,401 


Assets........... 3,509,765 











JOHN C. BARDWELL, President 
H. E, SCHULTZ, Vice-President 
WM. SCHROEDER, Vice-President 
F. E. NORWINE, Treasurer 
GEO. M. SEITZ, Asst. Secretary 
CHAS. W. DAVIS, Asst. Gen. Mgr. 
CLEM DECK, Asst. Treasurer 
R. A. TIMM, Auditor 


The Liberty Fire 


Insurance Co. 
OF ST. LOUIS, MO. 


Statement June 30, 1921 


ASSETS 
Mortgage Loans...... $64,000 00 
8 0s ee a See 681,621.91 
Stocks 59,595.00 
CNT DER eae 13,944.40 
Agents Balances......... 168,024.49 
Interest Accrued........ 18,342.11 
Market Value Bonds over 
Book Value (Insurance 
Commissioner’s Valua- 
UL) : 11,779.60 
$1,017,307.51 
LIABILITIES 
Unearned Prem. Reserve... $424,038.82 
Reserve for Taxes, etc.... 2,279.17 


103,628.86 


Unadjusted Losses....... 
57,646.71 


Accounts Payable........ 
Capital Stock. $200,000.00 
Net Surplus... 229,713.59 


Surplus to Policyholders... 429,713.95 


~$1,017,307.51 

Results Since January 1, 1921 
Increase in Assets........ $80,914.56 
Increase in Reserve....... 94,963.25 
Decrease in Surplus...... 15,071.02 
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and Tennessee amounted to $60,013,000, an in- 
crease of 10 per cent over June and of 39 per 
cent over July, 1921. 

During the first seven months of this year 
the total amount of contracts awarded has been 
$321,086,000, an increase of 25 per cent over 
the corresponding period of last year. 

Last month’s total included the following: 
$17,045,000, or 28 per cent, for residential 
buildings ; $16,699,000, or 28 per cent, for pub- 
lic works and utilities; $7,307,000, or 12 per 
cent, for educational buildings; $7,075,000, or 
12 per cent, for business buildings; and $7,- 
OI1,000, or 12 per cent, for industrial buildings. 

Contemplated new work reported during the 
month amounted to $68,844,000. 


Tue CENTRAL WEST 


July building contracts in the Central West 
(comprising Illinois, Indiana, Iowa, Wiscon- 
sin, Michigan, Missouri and portions of East- 
ern Kansas and Nebraska) amounted to $124,- 
655,000, the largest monthly figure on record 
for this district. The July figure was 19 per 
cent ahead of June and more than double the 
amount for July, 1921. 

During the first seven months of this year, 
construction started in this district has amounted 
to $595,668,000, an increase of 55 per cent over 
the corresponding period of last year. 

Included in last month’s total were the fol- 
lowing: $29,597,000, or 24 per cent, for pub- 
lic works and utilities; $28,152,800, or 23 per 
cent, for residential buildings; $17,806,000, or 
14 per cent, for industrial plants; and $12,- 
861,000, or 10 per cent, for educational buildings. 

Contemplated new work reported during the 
month amounted to $153,719,000. 


THe NorTHWEST 


July building contracts in Minnesota, the 
Dakotas and Northern Michigan amounted to 
$8,008,000, a decrease of 24 per cent from 
June, and of 28 per cent from July, 1921. 

Total construction started during the first 
seven months of the year has amounted to $55,- 
433,000, an increase of II per cent over the 
corresponding period of last year. 

Included in last month's total were: $2,- 
038,000, or 25 per cent, for residential build- 
ings: $1,829,000, or 23 per cent, for educational 
buildings; $1,704,000 or 21 per cent, for busi- 
ness buildings; and $1,088,000, or 14 per cent, 
for public works and utilities. 

Contemplated new work reported during the 
month amounted to $13,630,000. 


Oil Tank Fires 


The recent burning of an oil tank at Bayonne, 
N. J., caused by a stroke of lightning, attracts 
attention to the subject of Oil Tank Fires and 
Protection Against Such Fires. In “Fire In- 
surance Inspection and Underwriting,” by C. C. 
Dominge and W. O. Lincoln, published by The 
Spectator Company, the following reference is 
made to this subject: 

Oil Tank Fires and Protection Against.— 
The process consists in mixing two chemical 
solutions to produce a thick tenacious foam con- 
taining bubbles of carbon-dioxide, and in spread- 


34 


Thursday 


ing this foam over the surface of the burnin 
oil. There are two methods of application of 
the foam: First, pumping the two chetica 
solutions from a central point through twin 
pipes to a point as near as possible to the i! 
tank, bringing them together in a mixing cham, 
ber and allowing the foam to spread over th 
burning oil; second, automatic distributio 
foam generators on each tank. 

In the first system, as mentioned above the 
two aqueous solutions used to produce the foan 
are aluminum sulphate and sodium bicarbonate 
in which is dissolved a small amount of se. 
ondary extract of licorice root. The two soly. 
tions are stored in either open or closed tanks 
near the pump. Owing to the corrosive effects 
of the aluminum sulphate solutions on iron 
the tank for storing this is lined either with 
lead or some acid resisting material and a brass 
pipe used between the tank and the suction 
pump. The pump cylinders pumping aluminum 
sulphate are made either of bronze or bronze 
fitted, and acid resisting metal should be used 
in the valves. Standard wrought iron or steel 
pipe is used for the remainder of the equipment, 
The solution tanks may be equipped with per- 
forated compressed air lines running down into 
each tank close to the bottom so that the soly. 
tions may be agitated by air. This agitation 
can be accomplished by circulating the solution 
through the pump and back into the tank at the 
top. The tanks are usually placed in a building 
or below ground to prevent freezing of the solu- 
tions. The pump used is designed to deliver 
equal quantities of each solution to the lines 
leading to the oil tanks. The manufacturer of 
this system claims, “that under favorable con- 
ditions, with the oil surface free from obstruc- 
tions, one-fourth gallon of each of the solutions 
per square foot of oil surface is sufficient to 
extinguish any oil fire and one-half of this 
amount will often do the work. In actual fires 
such conditions rarely exist, and occasionally 
ten times the above quantity is required to put 
out burning tanks owing to fallen roofs, timber 
supports and other obstacles to the free flow 
of the foam.” 

From the pump the solutions pass through 
separate lines into mixing chambers attached to 
the oil tank. On the oil storage tanks two mix- 
ing chambers are attached 180 degrees apart so 
that the foam may be applied from two points 
to the surface of the contents. 

The second method of application of the 
foam: the automatic distribution from foam 
generators on each tank is carried out by an 
entirely different equipment: The system is set 
in operation by the fusing of a link above the 
surface of the oil in the tank. The foam is 
produced by the action of sulphuric acid on an 
aqueous solution of sodium bicarbonate in which 
soap bark is dissolved. Two types of this 
extinguisher have been installed, one called the 
stand pipe method and the other the underground 
method. The underground type of installation 
is used on tanks located in cold climates of 
where the temperature might become low 
enough to cause the sodium bicarbonate solt- 
tion to freeze. In the installation of the above 
ground type, the standpipe is mounted, along- 
side of the oil tank, on a concrete base and con- 
tains a solution of sodium bicarbonate and 
soap bark in water. Above the level of the soda 
solution is mounted an acid container in which 
sulphuric acid is stored. Below the acid resef- 
voir and extending down into the soda solution 
is a perforated pipe through which the acid, 
when released, goes into the soda and soap 
bark solution and generates foam, which passes 
through the outlet at the top of the standpipe 
and into the tank. The release of the acid 1s 
acccmplished by one or more fusible links melt- 
ing and allowing the hammer at the top of the 
acid tank to fall on a plunger and break the 
glass plate in the acid box at the top 0! the 
acid discharge pipe. The fusible links are 50 
arranged in the tank that there is always ome 
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e surface of the oil. Other links are 
located in chains placed horizontally across the 
tank just under the roof and running over 
sheaves down into the tank. ; 

Underground Method of IJnstallation—The 
tank containing the solution of sodium bicar- 
honate and soap bark is placed below the 
round level and the top of the sulphuric acid 
container is just above ground. The foam is 
conducted from the generator to the top of the 
oil tank by means of a vertical discharge tube. 
This type of generator 1s equipped with fusible 
links arranged in a manner similar to those 
ysed in connection with the standpipe type of 
senerator. The fusible links used are designed 
to fuse at about 212 degrees Fahrenheit. These 
devices have proved very satisfactory in the 
extinguishing of oil tank fires. Lightning rods 
have at times been applied to storage tanks 
without marked benefit. In fact, it has at times 
seemed that tanks so equipped were the most 
likely to be destroyed. 


near th 


Thirty Die in Ohio Fires 

State Fire Marshal H. A. Dykeman of Ohio, 
ina news bulletin just issued, shows that thirty 
Ohio people met death by fire and fire causes in 
July: eighty-seven more were injured. By a 
strange coincidence, the number of dead is the 
same as in July, 1921, but there were ten less 
injured this year. 

Of the deaths the past month, thirteen were 
habes or children, sixteen were youths or mid- 
dle-aged people, and one was an aged person. 
Of the injured, thirty-five were children, twenty 
of these being hurt by gunpowder and fire- 
works, Six children were killed by fireworks, 
and the legislature will be appealed to to stop 
this slaughter of the innocents. Only one aged 
person was killed in July and none were in- 
jured. 

Lightning killed six people last month; elec- 
tric wires, four, and two persons were burned to 
death trying to rescue stock from a barn; one 
lad was stripped of his clothing when fire- 
crackers exploded against his body; another boy 
had oil thrown on him and a match applied; 
making jelly and other canning preparations 
hurt kiddies who were playing in the kitchen, 
and one little girl was burned to death by a 
candle. 


Refused Treatment, Claim Rejected 
Mapison, Wis., August 8.—The dependents 
ofa workman who died because of his refusal 
to submit to medical and surgical treatment can- 
not be awarded compensation, the Industrial 
Commission of Wisconsin decided this week. 
In its decision, the commission held that 
Ferdinand Miller, an employee of the Milwau- 
kee Brush Manufacturing Company, by refusing 
fo receive any treatment other than that of a 
licensed Christian Science practitioner when in- 
jured in the company plant “died because of his 
tnreasonable refusal and neglect to submit to 
and follow reasonable surgical treatment.” His 
wife, Anna Miller, was denied compensation. 


—The Superior branch of the Insurance Federation 
of Wisconsin, affiliated with the National Insurance 
Federation of America, was formed at a meeting of 
Superior, Wis., insurance men, presided over by Mrs. 
ML. Fletcher, national organizer. Forty local under- 
Writers will be charter members of the organization. 


Henry B. Evans is president. 
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ANTI-SALOON LEAGUE AFTER FIRE 
COMPANIES 


Wants Them to: Deny Liability for Still 
Explosions 
Samuel Wilson, superintendent of the Anti- 
Saloon League of New Jersey, has sent a letter 
to W. E. Tuttle, Insurance Commissioner of 
New Jersey, asking that insurance companies 
be requested to deny liability in cases of fires 
caused by explosions of stills illicitly placed in 
buildings. He also asks that fire companies 
put a clause in their policies voiding them if a 
still is found on the premises. 
The letter is as follows: 


Dear Sir :—At frequent intervals we read in 
the press of losses of life and property caused 
by explosions of illicit stills operated in cellars, 
outbuildings and rooms of tenement houses, 
sometimes followed by destructive fires. 

Some fire insurance policies exempt the insur- 
ance company from liability for damages caused 
by such explosions, ‘“‘unless fire ensues, and in 
that event for the damage by fire only,” while 
others allow nothing whatever for damages 
caused by explosions. 

The point in my mind is that great numbers 
of stills have been installéd, contrary to law, in 
private residences and other premises, especially 
in sections of our cities occupied chiefly by for- 
eign-born population, and are operated by igno- 
rant persons under extremely hazardous con- 
ditions. 

Owners of buildings, and other tenants, ought 
to be warned of this danger, and that they can- 
not collect insurance for damages directly 
caused by explosions. 

The insurance companies can effect reform 
by classing as extra hazardous any premises 
containing alcohol stills, and refusing to insure 
them; and by inserting a clause making void 
the policy if an alcohol still is installed on the 
premises. 

It is the duty of the State, rather than of a 
private citizen, to take up this matter with the 
insurance companies so as to protect landlords 
and neighboring tenants from this menace 
caused by persons who for greed wilfully vio- 
late the laws of the nation and the State; hence 
this letter to you, sir, as the official especially 
responsible in such matters. As this is a matter 
of great public concern, I am sending a copy of 
this letter to the press. 


A. J. Browning’s Estate May Sue for 
Double Indemnity 
Jackson, Miss., August 8.—An interesting 
outcome of the death of A. J. Browning, dis- 
trict attorney in the thirteenth judicial district 
of Mississippi, who came into prominence last 


winter on account of his sensational suits against 
the life and casualty companies, is the possibil- 
ity of an effort being made to collect double 
indemnity on his life insurance. According to 
reports from Collins, Mr. Browning carried 
$17,000 insurance, $15,000 of which was placed 
with the Jefferson Standard Life of Greens- 
boro, N. C., and $2000 with the Gulf Coast of 
3iloxi, Miss., recently reinsured by the Inter- 
national Life of St. Louis. It has been sug- 
gested by an “attorney” in Mr. Browning’s 
home town, that the firing of the pistol shot 
which ended his life was accidental, that he 
might have gone into his garage to clean the 
gun. No steps have as yet been taken to en- 
force this claim. 


Appoints Special Service Manager 

Cuicaco, Itt., August-7,—Manager Karl B. 
Korrady of the Chicago branch of the Missouri 
appointment of Val H. Hawkins as special ser- 
vice man in the accident and health department. 
Mr. Hawkins is an experienced accident and 
health man, having served as field representa- 
tive for the Meeker & Magner agency of the 
General Accident Insurance Company for more 
than six years. 


State Fire Marshal Bill to Be 
Reintroduced 

Sart Lake City, Utan, August 8.—The 
State fire marshal bill, dropped during the last 
legislature through want of support, is to be re- 
introduced during the coming sessions and there 
appears to be little doubt that it will pass with- 
out much opposition. Money seemed to stand 
in the way before. It was felt that the State 
should not assume any additional burdens at 
that time. 


—Frank C. Covert, formerly assistant cashier of 
the American Exchange Bank, Milwaukee, has been 
appointed Wisconsin special agent in the fidelity and 
surety department of the Northwestern Casualty and 
Surety Company, it was announced this week. 

—Permit to do business in Texas has been granted 
by the department of insurance and banking to the 
Federal Lloyds of America of Dallas. I. T. Houston 
and J. E. Earnest of Dallas are the attorneys in fact. 
The underwriters are twenty business men of Dallas, 
The association has assets amounting to $130,000 and 
will write all kinds of business, except life insurance. 











INSURANCE COMPANY 


AMERICAN 
AUTOMOBILE 


Home Office, Pierce Building 
ST. LOUIS 


Chas. W. Disbrow, President 





‘sAll Kinds of Insurance 
on Automobiles’’ 




















SOUTHERN 
SURETY CO. 


Home Office, Des Moines, lowa 





Semi-Annual Statement, 
December 31, 1921 


(Condensed from Statement to U.S. Treas. Dept.) 
Admitted Assets.. $6,007,996.00 
Ee 1,000,000.00 
ee 554,375.00 
Eleven Years of Steady Growth 


Prompt and Dependable Service 
to Both Patrons and Agents 





We Solicit and Write: 


Surety and Fidelity Bonds 
Accident, and Health 
Plate Glass 
Workmen’s Compensation 
Employer’s and General Liability 
Burglary and Automobile Insurance 


Let the Southern Serve You 

















COMMONWEALTH 
CASUALTY 
COMPANY 


PHILADELPHIA’S OLDEST 
CASUALTY COMPANY 





ACCIDENT and HEALTH 
INSURANCE 


AUTOMOBILE and TEAMS 
INSURANCE 


NO OTHER LINES 
BEST POLICIES 
LOWEST RATES 


UP-TO-THE MINUTE SERVICE 
WE SOLICIT YOUR BUSINESS 


CONSTANTLY INCREASING 
BUSINESS and FINANCIAL 
STRENGTH 
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Miles Scheaffer Joins F. B. Collins 

Miles Scheaffer has arrived in Oklahoma City 
and assumed his new duties as vice-president of 
the F. B. Collins Investment Company, which 
specializes in farm mortgages over the South- 
western States. Mr. Scheaffer was formerly In- 
surance Commissioner of Indiana. In his capac- 
ity as Commissioner, Mr. Scheaffer endeavored 
to ascertain the wishes of the companies and 
agents in sponsoring a number of bills that 
were found sound and desirable by both the in- 
surance interests and the general public. He is 
well and favorably known among all insurance 
organizations. 

Millions of dollars of securities were passed 
upon by Mr. Scheaffer while Commissioner, and 
he says he was particularly impressed with the 
stability of farm mortgage investments, and the 
offer from President F. B. Collins met his favor 
immediately because of the increasing amount 
being invested by insurance companies in this 
class of security. In many talks while Com- 
missioner, and in fact since his retirement, Mr. 
Scheaffer has been outspoken as to the desir- 
ability of farm mortgages for insurance invest- 
ments. He has also had banking experience 
which will prove of great value in his new 
connection. 

Some time ago F. B. Collins secured the ser- 
vices of J. E. Dunne, who was engaged in the 
insurance publishing business, and who enjoys 
possibly the largest acquaintance of anyone 
among insurance executives. Through this as- 
sociation, The Collins Company has added many 
friends among insurance executives and has re- 
ceived a volume of business from insurance com- 
panies far in excess of their output. Mr. Dunne 
will continue to handle the insurance accounts 
and Mr. Scheaffer will handle the inside end of 
the business. 

In the thirty-eight years’ experience, F. B. 
Collins has sold many million of farm mort- 
gage loans to insurance companies and no client 
has ever taken title to any property, either 
directly or indirectly. Further, Mr. Collins very 
proudly boasts of the fact that his company has 
never been one day in default of principal or 
interest. No loan is made except where the 
Collins Company first invests its own funds and 
it then offers it for sale to the investor, who 
has the privilege of reinspecting; and if for any 
reason the loan is not desired, he either re- 
ceives a new loan or par value plus accrued in- 
terest for the one he holds. 

Farm loan conditions in the Southwest are 
the best; and this is evident to insurance com- 
panies, as they are now able to obtain from 5 
to 6 per cent on their investments, as against 6 
to 7 per cent a few months ago. Where farm 
loans are scarce, as they are in the Southwest 
because of the prosperity of the farmer, that is 
a good spot for the writing of life insurance. 

Mr. Collins has endeavored to build up the 
strongest organization possible, with T. M. 
Miller, vice-president; Frank L. Collins, treas- 
urer, and with the services of Messrs. Scheaffer 
and Dunne also as his lieutenants he feels that 
the business of the company will increase and 
prosper in the future as never before. 
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Thursday 


ASKS AUTO DATA 


——= 


Commissioner T. W. McMurray, Jr, 
Probing Rates 





COMPANIES SEEK INCREASES 





Think That Premiums Now Charged Are 
Inadequate 


INDIANAPOLIS, INp., August 14.—Thomas W. 
McMurray, Jr., State Insurance Commissioner, 
is tabulating data which he is receiving in refer. 
ence to automobile insurance rates within the 
State. Following appeals from insurance com. 
panies for increases in automobile insurance 
rates, Mr. McMurray requested that the com. 
panies submit to him figures showing their re. 
ceipts and profits on such business within the 
last five years. He will use these figures in 
establishing a schedule of rates. 

Frequent thefts of high-powered automobiles 
have made the insurance of such cars particu. 
larly risky business, the insurance men told 
Mr. McMurray. The companies asking for 
rate increases were represented by E. M. Sell- 
ers, manager of the Indiana Inspection Bureau, 
and E. G. Osborne, of the Western Actuarial 
Bureau of Chicago. B. O. Beck, representing 
the Lafayette Loan and Trust Company, one of 
the largest agents for automobile business in 
the State, protested against increases that were 


proposed. Mr. Beck protested particularly 
against the accessories’ minimum insurance 
rate. 


It was pointed out to the Commissioner that, 
for instance, the existing country rate on Ford 
i922 touring cars is 65 cents a $100 per year 
for insurance against fire, and $1.75 for insur- 
ance against theft. The proposal was to sub- 
stitute for this a rate of 55 cents for fire and 
$3 for theft. The old rate, it was said, cov- 
ered accessories. In order to have accessories 
covered under the new rate, it was suggested 
that a $10 accessories minimum would be re- 
quired. 

The existing country rate on high-powered 
cars is 45 cents for fire and 30 cents for theft. 
The proposed rates are 65 for fire and 75 cents 
for theft. It was suggested that the proposed 
changes affect mostly country rates, leaving city 
rates practically unchanged. 

Mr. McMurray says that some of the pro- 
posed increases range from 30 to 100 per ceitt 
Mr. Beck complained that the effect of applying 
the minimum in some instances would amount to 
a 2000 per cent increase. Mr. McMurray gave 
it as his opinion that on first examination t 
appeared that the companies should effect reduc: 
tions in business cost before attempting rate il 
creases. 





John F. Beddingfield of Atlanta, Ga., has te 
signed his position as chief accountant m the 
office of Jerome & Brown, general agents, 
Atlanta, to accept a position in the accounting 
department of the Mississippi Fire at Jackson. 
Mr. Beddingfield assumed his new duties August 
1. He had been with Jerome & Brown for eight 
years. Prior to this, he was with the Commer: 
cial Union, and for one year was cashier m the 
office of the Royal at Atlanta. 
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August 17, 1922 


DUST EXPLOSIONS 


Book by D. “~~"t Price and H. H. 
- Brown Upon This Subject 





AN EXCELLENT REFERENCE BOOK 





It Deals with Theory and Nature of 
Phenomena, Causes, and Methods of 
Prevention of Such Explosions 





\n excellent and exhaustive new work for 
the information of fire underwriters and others 
is the book entitled * ‘Dust Explosions,” by David 

of dust explosion 
Chemistry, United 
and member 


J. Price, engineer in charge 
investigations, Bureau of 
States Department of Agriculture, 
of the National ‘ire P rotection Association, and 

Harold H. Brown, Ph.D., organic and physical 
chemist, Bureau of Chemistry, United States 
Department of Agriculture, and member of the 
National Fire Protection Association. These 
gentlemen were also assisted in their work of 
investigation and compilation by H. R. Brown 
and H. E. Roethe, 
explosions, Bureau of Chemistry. 

Fire underwriters and those interested in ex- 
plosion insurance have long nee ded a compre- 
hensive and informative work concerning dust 
greater knowl- 


assistant engineers in dust 


explosions. The necessity for 
edge upon this subject has been evidenced in 
recent years by the large number of explosions 
that have occurred in mines and industrial plants 
where no explosive gases were present. Great 
loss of life and property has accompanied these 
explosions, and led to the investigation which 
has been made of this general subject. 

During the last fifteen years the technological 
branch of the United States Geological Survey, 
and the Bureau of Mines, have given much at- 
tention to the investigation of explosions, and 
the information so acquired, as well as many 
other facts, has been utilized in the new book 
on Dust Explosions. The scope of the study 
of Dust Explosions is indicated by the fact that 
explosions are known to have occurred in flour 
mills, feed mills, elevators, starch, 
dextrine, and all grain-handling plants, sugar, 
linseed meal, cot- 
wood- 
coal 


grain 


malt, spice, 
paper, cork and linoleum, 
sulphur factories, and in 
mines. In fact, all industrial plants in which 
a dust is produced in the handling of carbon- 
aceous material, or which manufacture various 
products from this material, are subject to the 
possibility of The census re- 
ports show that in 1919 more than 21,000 estab- 
lishments were manufacturing or creating dusts 
of an explosive nature, and that the value of 
their products is more than $6,700,000,000. 
This new book contains twelve chapters, each 
the chapter 


candy, chocolate, 
tonseed meal, 
working and 


an explosion. 


having numerous sub-divisions, 
titles being as follows: 

Nature and Theory of Dust Explosions; In- 
dustries Producing Dust and Their Extent; 
Causes of Dust Explosions and Elimination of 
Sources of Ignition; Prevention of Explosions 
by Control of Explosive Mixtures; Phenomena 
of Explosions; Dust Collection and Removal ; 
Static Electricity; Explosions in Grain Thresh- 


ing Machines; Plant Construction; Cotton Gin 
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FIRE AND CASUALTY SECTION 
lires; Coal Dust Explosions; Review of Ex- 
plosions. 

There is also a bibliography, and the book 
is thoroughly illustrated by pictures and dia- 
grams. Illustrations are given of some forty 
plants where explosions have and 
there are over forty figures and plates and some 
twenty-five interspersed through the 
book, which altogether occupies 246 pages. The 
price of “Dust Explosions” is $3 per copy, and it 
may be obtained through The Spectator Com- 
pany, selling agents. 


occurred, 


tables 


MISSISSIPPI SEMI-ANNUAL 
STATEMENTS 


Bankers and Merchants Did Business of 
Over Fifty-three Thousand Dollars 
Jackson, Miss., August 14.—Especial inter- 
est attaches to the filing of the semi-annual 
statements of the domestic fire insurance com- 
panies in Mississippi with the Insurance De- 
partment, both on account of the volume of 
business written and the reinsurance of excess 
lines, which local agents declared at the legisla- 
tive investigation last winter 
most serious features of the present situation 
in that State. Under the law the statements 
must cover semi-annual periods ending June 30 
December 31 of the four companies 
Only the Bankers and 


was one of the 


and 
domiciled in Mississippi. 


t 


Merchants of Jackson have as yet filed its 
statement. According to returns made, 2% per 
cent premium tax was due on $53,691 in pre- 

written the first six months of the 
which also covers the entire period of 
the company’s operations since it began writ- 
ing business. The company’s excess, according 
to the statement, was placed with the Atlantic 
Mutual of Savannah, Ga.; Columbus Insurance 
and Mortgage, Columbus, Miss., and _ the 
McAllister Underwriters, Greensboro, N. C. 
The Bankers and Merchants stated that it was 
paying taxes due by the Atlantic Mutual and 
the McAllister Underwriters, but not by the 
Columbus Insurance and Mortgage Company, 
which institution will make its own return. 
Commissioner Henry has ruled that when a 
stock company places excess in a mutual, that 
such excess shall be taxable on a stock basis, 
and not mutual, the tax on mutuals being two 
and a quarter per cent. The Bankers and Mer- 
chants made its return according to this ruling. 


miums 
year, 


Firemens Relief Fund.—The two per cent 
tax on net premiums for six months ending 
June 30, 1922, written by companies (other than 
State) is being paid over to the treasurers of 
the various localities having fire departments, 
and, from all accounts, amounts to considerably 
more than for the same period last year. 











gage loans? 








Money Rates 
and Your Mortgage Loans 


Financial reports show that money is cheaper. It is harder to 
get good returns on funds invested. 


Have you looked into your expenses in handling your mort- 


The heavy burden of re-examination of abstracts and other 
investigations can be materially reduced by our 


National Title Insurance Policies 
on Farm Mortgage Loans 


We insure titles anywhere in the United States. 
Ask for Our Special Booklet T. S. 


NEw YORK 
TITLE AND MORTGAGE 


COMPANY 
135 Broadway, New York 
Capital. Surplus and Undivided Profits more than 


American Trust Company 


$6,000,000 
Affiliated with the 

















“SECURE 


AS THE BED ROCK OFNEW YORK” 
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JUST PUBLISHED 


AGENTS AND BROKERS! ADD TO YOUR INCOME 
LEARN OF NEW OPPORTUNITIES FROM THE BOOK 


SURETY BONDS 


By EDWARD C. LUNT 
A well known surety official and underwriter of long experience 


THE CHAPTER TITLES EMBRACE 


Preliminary and General Topics Judicial Bonds 
The rg ge neg of —, Risks from the Stand- Contract Bonds 
point of the Principa $i 
Underwriting of Fidelity Bonds from the Stand- oo 
point of the Obligee vue © Ate - 
Special Classes of Fidelity Bonds e Custody of Collateral Security 
Position Fidelity Bonds Prohibition Bonds 
Special -Fidelity Bond Topics License and Permit Bonds 
Bankers’ Blanket Bonds Special Classes of Surety Bonds 
Public Official Bonds—General Considerations Automobile=Conversion Bonds 
Public Official Bonds—Certain Important Species A Diffident Word to Home Office Executives 
of the Genus Suggestions to Agents 


TABULAR INDEX—FIRST AID TO AGENTS 


An appendix contains a Tabular Index which is described as ‘‘First Aid to Agents,” and which, with notes, occupies 12 pages. It lists about all the important kinds 
of bonds that commonly come up in the day’s work, shows the classification of each, lists the page of the General Manual where it is treated and the section of 
this book where it is dealt with, and refers to notes giving general underwriting information about particular bonds. 


Surety Bonds contains 370 pages of information which will be found of great service by surety underwriters, agents and brokers. 


Price per Copy, $2.50, delivered. Discounts in Quantities 


THE SPECTATOR COMPANY 
SELLING AGENTS 
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DUST EXPLOSIONS 


THEORY AND NATURE OF, PHENOMENA, 
CAUSES AND METHODS OF PREVENTION 


By DAVID J. PRICE and HAROLD H. BROWN, Ph. D. 


A fully illustrated book of 246 pages treating of 
Nature and Theory of Dust Explosions; Industries 
Producing Dust and Their Extent; Causes of Dust | 
Explosions and Elimination of Sources of Ignition; 
Prevention of Explosions by Control of Explosive | 
Mixtures; Phenomena of Explosions; Dust Collection 7 
and Removal; Static Electricity; Explosions in Grain © 
Threshing Machines; Plant Construction; Cotton 7 
Gin Fires; Coal Dust Explosions; Review of Explo-~ 
sions; Bibliography. 

Price $3 per copy. 


** Life Insurance and 


—How [o Sell It” 


ERE’S A BOOK “chock full’ of the 

newest there is in life insurance salesman- 
ship—the actual methods; plans; suggestions; 
money making, sales-producing ideas of the 
most successful salesmen. As interesting as 
it is helpful. Not the theory of one man but 
the compilation of experiences of nearly a 
hundred star producers. They tell you how 
they do it. Get this book of good things. 


FIELD PRACTICE 
The Inspection Manual of the National Fire Protection Asso- 
— Second Edition—1922 
Designed for the use of property: owners, fire departments and 
FIRE INSURANCE INSPECTION OFFICES 
in safeguarding life and property against fire. : ‘a 
Deals with Lighting and Heating Hazards; Commonly Found © 
Miscellaneous Hazards; Power Hazards, including Refrigera- 4 
tion; Chemicals, Paints and Oils, Spontaneous Ignition and 5 
Dust Explosion; General Care and Maintenance; Chimneys = 
and Flues; Dwelling House Hazards. 
Price, $1.50 per copy. 


ABSORBING AND INTERESTING 
$1.00 postpaid 


The Insurance Field Co. 


Incorporated 


Box 617 Louisville, Ky. 


THE SPECTATOR COMPANY q 
CHICAGO — SELLING AGENTS NEW YORK 
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we DES M 


WE WANT AGENTS 


to push our five=-point-nine policies. 
Excellent Iowa territory and liberal 
contracts for men of good reputation. 


“THE COMPANY OF CO-OPERATION” 


OINES LIFE & ANNUITY CO. 


A. L. HART, Agency Manager 


s Biyne Office—Register Tribune Bldg.—Des Moines, lowa 





KANSAS’ GREATEST LIFE INSURANCE 
COMPANY 


Invites Inspection—Inquiry of Integrity 


The Farmers & Bankers Life 
Insurance Company 
Home Offices Wichita, Kansas 
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| co WASHINGTON LIFE INSURANCE CO. 


Charleston, West Virginia 


| E Ane you seeking an agency in the States of West Virginia, 
| Ohio, Kentucky, Tennessee, Virginia, North Carolina, South 
F Carolina, and Georgia? 


T sdiress 


ERNEST C. MILAIR, 


Vice-President and Secretary 
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ACTUARIAL STUDIES 


Study No. 1. ‘SOURCES AND CHARACTERISTICS OF THE PRIN.. 

IPAL MORTALITY TABLES.’’ Price $1.25 plus cost of delivery, 

| Stud No. IV. ‘‘GRADUATION OF MORTALITY AND OTHER 
TABLES.’ ”? Price $1.25 plus cost of delivery. 


| These volumes of a 
| issued by the Actuari 


bout eighty pages each, bound in maroon cloth, are 
al Society of America. 


- Chapter on ‘‘ Disability Benefits’ (Study No. V.) is nearly complete and 


) should be ready short 
q Good progress has 
| Mortality Tables (No. 
pe mebably take several 


THE 


| Cmcago Orrice 
» Imonancn Excuancn 


ly. 

also been made on the chapters * ‘Construction of 
II.) and ‘‘ Population Statistics’? (No. III.). It will 

months to complete these for publication. 


SPECTATOR COMPANY 


135 Wiiu1am STREET 
NEW YORK 


INSURANCE GENERAL CASUALTY 
x and SURETY INSURANCE 


Workmen’s Compensation, Automobile, 
Health, Accident, Plate Glass, Res- 
idence, Burglary, etc. 

Fidelity and Surety Bonds. 


GENERAL CASUALTY & SURETY CO. 


ELMER H. DEARTH, President 
606 Woodward Ave., Cor. Congress Detroit, Mich. 
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~ PURE LIFE 
for INSURANCE 
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If you can write Ordinary and Industrial 
business in an exceptional field, under a pro- 
gressive live=-wire manager, who controls five 
offices, all making exceptional records and 
incidentally green=backs, address (in strict 


confidence to you) Box 75, Ironton, Ohio. 








YOUR CHANCE 


To become Supervisor in Connecticut for a 
young life insurance company; one of the 
kind where personality and hard work will 
receive a visible reward. 


Address P. L. care of THE SPECTATOR, Box 1117, 
New York City. 
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Life Insurance Men: Es 
|. Indiana 

A Contract with our company will insure you = 

| The 

A PROSPEROUS YEAR hell 





Best Commissions Best Policies Write us 


ESERVE LOAN LIFE} = 


}) “ INSURANCE COMPANY Ih. 
—_ INDIANAPOLIS, INDIANA. = 









